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‘‘Cooperation Headquarters”’ 
Home Office Building of the Peoria Life. Owned by 


the Company, without lien or incumbrance of any 
kind. Built from its current receipts, without dis- 
turbing the farm mortgage investments which have 
earned the Peoria Life its reputation for: 


‘‘Policies Strong as Farm Mortgages Can Make Them!’”’ 


Earning While Learning 


‘‘Interesting’’—‘‘thorough”—‘‘practical,’’ are some of the comments we 
hear about the Peoria Life Course in insurance salesmanship, from men com- 
petent to judge. 


Peoria Life agents like the Course because it is brass-tacks all through. 
It is so arranged that new men are not delayed in entering promptly upon 
active solicitation of business. They earn while they learn. 


The Peoria Life Course in Insurance Salesmanship makes bigger pro- 
ducers and better life insurance men. It is only one of the means by which 
the Peoria Life helps its men make good. 


Peoria Life Insurance Company 


Peoria, Illinois 


Good Contracts to Clean, Live Agents 
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Group Insurance 


Many opportunities for broader service exist for 
the Agent who includes in his equipment attractive 
Group Contracts. Group Insurance will 


—Give him a definite point of contact with 
every employee in the firm carrying a 
Group Policy 


—Increase his clientele 


—dAccord him favorable publicity and increase 
his prestige 


—Help make his Company the popular one 
in the community 


—Enable him to establish favorable relations 
with the executives of the firm 


—Offer him more opportunities for actual 
service thru prompt payment of multiplied 
death claims 


That Group Insurance is meeting an important need 
of business today is evidenced by the diverse lines of 
business already covered by Missouri State Life Group 
Contracts. 


A Missouri State Life Contract enables the Agent 
to offer Group Contracts both liberal and elastic, 
covering large or small groups in all lines of industry 
with equal facility and protection. 


In the Missouri State Life a well organized Group 
Department with a staff of trained representatives 
are prepared to assist the Agent in presenting Group 
Insurance to his prospects. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 
M. E. Singleton, President Home Office, St. Louis 


LIFE ACCIDENT HEALTH GROUP 
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ANALYSIS OF TWISTING 
BY OHIO OFFICIAL 


Superintendent of Insurance Gear- 
heart Says Policyholder Is 
Under Misapprehension 


DOES NOT GET THE FACTS 


Question Is Reviewed In An Imper- 
sonal Way After Exhaustive Inves- 
tigation Has Been Made 


COLUMBUS, O., 
being 
the 


Gearheart of this 


June 5.—Much in- 
life 


Superinten 


terest is taken by men in 


Ohio over decision of 


dent B. W. 


renew 


State re- 
life 
at- 
life 


leading 


the license of a 


tusnge to 
man of Chicago who was accused of 


tempting to twist about $80,000 of 


held by one of the 


msSurance 


merchants of Cleveland Superinten- 
dent Gearheart asks that names be 


dealt the 


sup 


pressed as he with case in a 


purely impersonal way. Superintendent 
Gearheart has into this case very 
exhaustively because he wanted to reach 
some conclusion on how far his depart- 
ment go in taking drastic action 
on cases. Mr. Gearheart had 
reviewed and would 
welcome a test case to decide the ques- 
tion The life man, a resident of Chi- 
cago, applied for a renewal of a broker's 


gone 


could 
tw 


sting 


the law carefully 


lheense rhe complaint filed against 
him was made by J. W. Pickard, Jr., of 
the Mutual Benefit Life, Herman Moss, 
of the Equitable of New York, H. F 
McNutt of the New England Mutual, 
Harold Pearce of the Guardian Life 
ind J. E. Murray of the Penn Mutual 
Life all of Cleveland. The hearing was 
rst held Mar. 28 and Mr. Gearheart’s 
find ngs in the matter and his comment 
ire most important from a life insur- 
nee standpoint because he reviews the 
case in an impassioned and impersonal 
Way It is one of the strongest argu- 
ents against twisting that has been 
presented. The men who made the com- 
pla‘nt are all members of the Cleveland 
\ssoc ation of Life Underwriters. Mr 
Gearheart tn handing down his decision 
uid 
Text of the Decision 
M. o Feb. 14, 1922, representing him- 
f to be a resident of Illinois, made ap- 
plication to the superintendent of insur- 
nee of Ohio for a renewal of a broker's 
ise which he had prior to that time 
1uthorizing him to solicit life insurans 
! nz the same through Ohio agent 
Objection to the issuing of the renewal 
f this license was made by a number of 
derwriters of Cleveland, who charged 
M. had been engaged in what is 
“ is the practice of twisting 
The matter was heard in the department 
nad here seemed to be little dispute 
il the facts on which the complaints 
wer founded 
It appears that M. holds himself out 
S possessing unusual knowledge and 
skill regarding the plan and systems ot 
fe insurance and represents to his 
ents that he is able to give expert ad- |} 
vice as to the nature and forms of pol- 
icies which should be carried by them 


|IS LICENSED IN TEXAS 


| TRAVELERS OPENS AN OFFICE 


| Is First of the Large Companies to Re- 
turn After Passage of Rob- 


ertson Law 


DALLAS, TEX., June 7.—The Trav- 
elers, which recently entered this state, 
| will open its branch office in the Great 
Southern Life building here. It will be 
formally opened for business Thursday 
|of next week. The life and accident 
| department will be in charge of S. W. 
| Alderson as manager and the compen- 


|} sation and liability lines will be in 
charge of Story B. Howard as man- 
ager. Mr. Alderson was formerly an 


agent in Kansas, then a special agent, 
then assistant manager at Kansas City. 
Mr. Howard has been manager at Man- 
chester, N. H Ed. Rasmussen, who 
has been special agent of the Travelers 
at Omaha, goes to Dallas as special 
agent of the life and accident depart- 
ment. J. O. Hoover, assistant super- 
intendent of agencies at the home office 
will be in Texas next week when the 
branch opens to assist in 
ing the company in the Lone Star state. 

rhe Travelers is the first of the large 


|} companies to return following the en- 


actment of the Robertson legal reserve 
law. It retired for all lines from the 
state then. It will be interesting to 
watch the development of the Travel- 
ers in Texas because it operating in 
New York, can pay only New York 
commissions, while the other companies 
in Texas can pay much higher commis- 
[The Travelers will compete 
largely on account of its size and low 
rates. It intends to give complete serv- 
ice to Texas agents in every particular. 


s10ns. 


ages and 


their 


ncial condition 


in view of 
fina 


particular 
His 1 
who are 


usiness is 


persons already 


policyholders 


and to whom he gives ad- 
vice = such expert Usually his recom- 
mendation is that policies, upon which a 
substantial reserve has been accumu- 
lated, particularly if there is indebted- 
ness against them, be surrendered; the 
oan, if any, paid and an approximately 
equal amount of new insurance taken 
and tl balance of the surrender value, 
if ! invested by the policyholder 
His clients are usually persons who have 
4 very substantial amount of insurance 
ind 1 nifestly no two cases would pre 
sent exactly the same facts. 


Investigates the System 





In tl opinion I shall consider the 
matter from an impersonal standpoint, 
hat is, I shall base my decision upon my 
view of the propriety of the system 
which M,. recommends, rather than upon 
tl question of his own personal quali- 

tions For if his methods are not 
pen to objection I know of no reason 
why he should be denied a license. On 
the other hand, if they are, it would be 
proper to fuse him a license 

It is the duty of the superintendent of 

< ance of Ohio to see that the laws 
rel ing thereto are enforced G. C 
Section 61 

in State vs. Tomlinson, 101 Q. S. 459, 
n ourt held that under the above sec- 

the superintendent had a right to 


revoke the ense of a company if nece 
sury to s ure compliance with the in- 
surance laws It said 
‘The more effective way to execute 
(CONTINUED ON PAGE 18) 
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ENDS COLORADO CASE 


CONFIRMS WILSON’S REMOVAL 
Supreme Court Holds That Former 
Commissioner Has no Right to 
Office Given to Cochrane 


DENVER, COLO., June 6 Phe 


Colorado Supreme Court on Monday by 


a three to two vote confirmed the re 
moval of Earl Wilson as insurance com 
missioner of the state, who has been 
holding on to his office after he had 


been removed by Governor Shoup and 
Jackson Cochrane had been appointed 


Commissioner Wilson got into contro 
versy over his attempt to revoke the 
license of the Mountain States Life 
Governor Shoup notified him that he 
must vacate the office on Oct. 15, 1921 
On Oct. 29, Mr. Cochrane was ap 
pointed. Mr, Wilson refused to vacate 


the office and appealed to the courts. 
The two main questions considered 
by the court were first, is the commis 


sioner of insurance an executive or judi 
cial officer and under civil service’? Sec 
ondly, was Mr. Wilson entitled to a 
hearing before the civil service com 
| missioner? In regard to the first ques 
tion the court held that the office is an 


executive one and is under the classified 
civil service. As to the second question 
the court holds that the right to hearing 


is given only to those appointed by 
merit and fitness as ascertained by a 
competitive examination. Mr Wilson 
passed no such examination and the 


, 
| court held that he was only a provisional 


appointee. 


'IS ORGANIZING MORE STATES 


Manufacturers Life of Canada to Ex- 
tend Operations in Ohio, Penn- 
sylvania and Illinois 


[The Manufacturers Life of Canada, 


which has been licensed in some of th¢ 
states for many years, is now planning 


a more thorough organization of Ohio, 
Pennsylvania and Illinois. The com- 
pany has $40,000,000 of assets and $200,- 
000,000 in force, a remarkably high ratio 
ot assets to insurance. It both 
participating and nonparticipating and 
has an abstainers’ section, in which both 
“par” and “nonpar” are issued. Its ex- 
perience with abstainers 1s probably 
greater than that of any other company, 
as it took over the Abstainers & General 
of Toronto. It finds the mortality of 
abstainers is nearly 20 percent lower 
than that of non-abstainers. 

The Manufacturers follows the branch 
office system of organization and offers 
general agency contracts in the offices 
it maintains. It has been in Michigan a 
long time and has that state well organ- 
ized. 


issues 


Woods Is Agency Director 
\ L. Woods has been 


director of the Reserve L 
Indianapolis. He was formerly 
for the Southern 
Life & Trust of Greensboro, N. C., and 
then was appointed manager for the 
Reserve Loan for North and South Car 
He is regarded as a very capabl 


appoint d 


agency an 
Life ot 


manager Of agencies 


olina 


man. 





SUBSTANDARD IS BIG 
TOPIC OF ACTUARIES 


Important Discussions of Ques- 
tions Presented by Arthur 


Hunter and F. B. Mead 
CATHLES NEW PRESIDENT 


Vice-president and Actuary of South- 
land Life Heads American Institute 
for Coming Year 


Substandard insurance was decidedly 


the feature of the annual meeting of the 
\merican Institute of Actuaries, held in 
Chicago last Thursday and Friday, an 





L. M. CATHLES 

New President American Institute of 
aries 

! ual attendance being noted through 
t two-day session and an excep 
onal am« t of interest shown in the 
rogram, partly due to the plan of hav- 
presentation of papers imme 
followed by discussions There 
were two formal papers on substandard 
resented, one by Arthur Hunter of the 


New York Life and the other by Frank 


B. Mead of the Lincoln National 
Discussion on these papers consumed 
nearly the entire second day of the 
meeting, and a special session of the 
American Life Convention committec 

tandard was held on the day fol 
‘ s indicating the prominence 
is subject in the minds of actuaries 
\s this was the annual meeting, ofhcers 
é elected tor the coming year, Geo 
sraham of the Central States Life, who 
is sided with his usual ability for 
wo ears, bein succeeded as president 
| M. Cathles, vice-president and 
f the Southland Life of Dallas, 

lex 
Substandard insurance was given im- 
t at this meeting, both Mr. Hunt 





er’'s and Mr. Mead’s papers giving an 
abundance of valuable material for the 
guidance of the writing of such busi- 
ness, especially directed to the smaller 
companies. The growth of the under- 
writing of under-average lives was 
traced from the origin of the idea to the 
present practice in this country and the 
various methods of applying the prac- 
tices explained were outlined. Mr. 
Hunter especially stressed the import- 
ance of each company selecting its own 
method according to its peculiar circum- 
stances. It was unfortunate that Mr. 
Hunter could not be present, but his 
paper was fully discussed, this opening 
the floor discussion on substandard, 
which was given unusual zest, practic- 
ally every actuary present entering into 
it. Unfortunately the discussion part 
of the program its unavailable, as the 
press was directed to print nothing 
without the approval of a special com- 
mittee appointed to handle publicity. 
Che formal papers on substandard com- 
bined with the informal papers and the 
floor discussions, consumed over half of 
the time devoted to papers. 

On the morning following the last 
session the special committee of the 
American Life Convention which has 
been studying the question of insuring 
underaverage lives held a meeting in 
Chicago with the intention of formulat- 
ing a report to be submitted to the an- 
nual meeting of the American Life Con- 
vention in September. The report will 
contain a complete survey of the ques- 
tion with practical recommendations to 
the convention. 


Trend of Mortality 


Retiring President George Graham 
opened the first session with a brief 
paper on the trend of mortality, in 


which he developed the actual as against 
the reported trend of mortality. Mr. 
Graham said that reports have shown 
improved mortality as being general, 
but that actual figures prove it only for 
younger ages, the older ages, notably 
above 50, showing no corroboration of 
this fact. Mr. Graham believes that 
there is improved mortality for the 
younger ages, but on the contrary the 
older ages show a slightly less favor- 
able condition, if changed at all. An 
interesting point made by Mr. Graham 
was relative to the great increase in au- 
tomobile fatalities. He said that while 
the motor accidents had greatly in- 
creased, railroad and street car acci- 
dents had decreased, so that on the 
whole there was no change in the total, 
his suggestion being that for proper 
treatment of this problem, motor, rail- 
road and street car accidents should be 
grouped into “transportation accidents.” 


Change in Procedure 


With the opening of the formal pro- 
gram, there was noted a striking change 
from the usual methods of procedure, 
as the formal papers had been printed 
and distributed prior to the meeting, 
thus enabling the members to prepare 
their discussion, which was given im- 
mediately following the presentation of 
the papers. Formerly the formal papers 
were read at one meeting and the dis- 
cussion opened at the next meeting six 
months later. As the discussions have 
been found to develop much valuable 
material and maintain the interest of all, 
the change was made at this year’s ses- 
sion by Mr. Graham. 

The paper on “Surrender and Non- 
forfeiture Values” by Percy H. Evans 
of the Northwestern Mutual was the 
first of the formal papers, Mr. Evans 
presenting an outline of the develop- 
ment of these features in life policies 
and the gradual crystallization of statu- 
tory requirement regarding them. Mr. 
Evans said that the surrender value was 
undoubtedly one of the features that has 
built life insurance to its present emi- 
nent position in this country and justi- 
fied its existence as equitable to the 
policyholder who remains, in preference 
to the one who lapses. 


Other Papers Presented 


J. Philip Bowerman presented a tech- 
nical paper on “Fundamental Annuities 
for Calculating Total and Permanent 
Disability Reserves Based on Hunter's 





THE NATIONAL UNDERWRITER 


FEWER FARM LOANS 


COMPANIES REPORT DEARTH 


Investments Are Being Turned to Other 
Avenues as a Result, Rails 
Being Favored 


NEW YORK, June 6.—Life insur- 
ance companies that have been partial 
to farm loans as a medium for the in- 
vestment of their funds are complaining 
of the dearth of applicants in such con- 
nection, and perforce are investing along 
other avenues. Bonds of standard 
railway corporations are prime favor- 
ites, these securities at present figures 
promising good returns. Farm mort- 
gages have for years been held in par- 
ticular repute; the interest thereupon 
having been satisfactory, and when the 
loans are well selected, the default has 
been almost nil. With the depressed 
condition of agriculture the farmer ap- 
parently is not seeking to purchase ad- 
ditional land, nor is he spending money 
for permanent betterments to the prop- 
erty he already holds, hence he is not 
calling upon the life insurance compan- 
ies for loans with anything like the free- 
dom that obtained during the past few 
years. With institutions accumulating 
money so fast as the great life offices, 
the matter of their investment, having 
in mind the primary considerations of 
safety and interest yield, is a problem, 
the satisfactory handling of which calls 
for a high degree of ability. In each 
company can be found financial experts 
who study economic conditions con- 
stantly and are in position to safely han- 
dle the large funds entrusted to their 
care. 


Tables and 3 Percent Interest.’ Charles 
E. Brooks then presented his paper on 
“Benefits and Contributions under Re- 
tirement Systems.” Mr. Brooks told 
of the benefits of such a system and 
warned of the necessity of building a 
retirement reserve during the produc- 
tive period of the worker, so that it 
will be available when needed without 
calling for funds from other sources. 
Mr. Brooks said that the three distinct 
benefits from the plan are: Elimination 
of the superannuated; attraction to the 
service of persons of desired character 
and ability, and retention in the service 
of experienced persons of character and 
ability. His paper was not technical, 
but was presented from a_ standpoint 
of human interest in the welfare of em- 
ployes as well as benefit to the business. 

The closing paper of the first day’s 
session was that by R. M. Webb of the 
Kansas City Life, on “An Actual Ex- 
perience of the Double Indemnity Feat- 
ure of the Life Insurance Policy.” Mr. 
Webb presented figures on the experi- 
ence of the company which had ac- 
quired a position of carrying $20,000,000 
at risk, covering a period of thirteen 
years, detailed figures from 1916 to 1921 
being given. From this he formulated 
a table upon which to base calculations 
and showed the similarity of actual ex- 
perience to expected. 

Discussions of Substandard 


J. Charles Rietz opened the second 
day’s program with his paper on “A 
Review of Some of the Earlier Methods 
of Surplus Distribution, Some Proposed 
Methods, and Some Methods Currently 
in Use by Life Companies in the United 
States.” This paper closed the general 
topics and the discussion on substandard 
business was immediately taken wp. 
Arthur Hunter of the New York Life 
was unable to be present, but his paper 
was taken up and thoroughly discussed. 
Mr. Hunter had traced the trend of sub- 
standard business and outlined the prin- 
ciples of writing underaverage lives. His 
was a complete analysis of the various 
methods in use and the benefits or 
abuses of each. As his subject “Un- 
deraverage Business, with Special Ref- 
erence to the Problems of a Young 

(CONTINUED ON PAGE 18) 





SURRENDER VALUATION 


HISTORY GIVEN BY P. H. EVANS 
Development of Cash Surrender and 
Non-forfeiture Told by Northwest- 
ern Mutual Actuary 





The history and practice of surrender 
and non-forfeiture values on_ life 
policies was outlined by Percy H. Ev- 
ans, actuary for the Northwestern Mu- 
tual Life, in a paper presented before 
the convention of the American Insti- 
tute of Actuaries in Chicago last week. 
Mr. Evans spoke of this feature as the 
most important policy provision to the 
insured, next to the payment of the 
claim when due. Due to its importance, 
the conditions of competition and legis- 
lation in this country have resulted in 
its evolution beyond the limit found in 
any other country. It is now so crystal- 
lized in statutory requirements that the 
companies have very greatly been de- 
prived of freedom of action. From the 
public viewpoint, the belief is held that 
the company should return all premiums 
paid, possibly adding interest, upon sur- 
render, and thus the surrender values 
will never be wholly satisfactory to the 
policyholders. It is, however, one of the 
features responsible for the tremendous 
growth of life insurance in this country. 


Early Growth of Practice 


Mr. Evans said that Massachusetts 
was the first to enact a policy valuation 
law, that being done in 1858. From this 
and the reserve tables built as a result, 
there grew the conception that the re- 
serve share belonged to the insured life. 
The history of surrender values is ob- 
scure in both this country and in Great 
Britain, but, Mr. Evans says, as early 
as 1826 Charles Babbage published a 
pamphlet criticizing the practices and 
saying that most British companies 
were willing to purchase their own poli- 
cies at a price. In this country total 
forfeiture was a general rule up to about 
1860, although a bargain could gener- 
ally be made if the insured came in 
before lapse, especially if not in good 
health. In August, 1860, the New York 
Life issued the first policy form in this 
country with a provision for a with- 
drawal equity. Elizur Wright of Massa- 
chusetts began a campaign in 1859 for 
a general non-forfeiture law in_ that 
state, such a law being enacted in 1861. 
In 1879 New York enacted a law apply- 
ing to domestic companies, effective in 
1880. By this time nearly all policy 
forms were drawn up to provide for 
paid-up insurance and in 1879 the Mu- 
tual Benefit had adopted a system of 
term extension values with the option 
of paid-up. In 1880 Massachusetts 
adopted a new non-forfeiture law, which 
contained the first statutory provision 
for cash surrender value available upon 
surrender by insured, wife or benefi- 
ciary, provided there were no dependent 
or minor children. In 1900 this law was 
replaced with one providing a discon- 
tinuance charge of 5 percent of the pres- 
ent value of future net premuims. Be- 
ginning with 1869, the legislatures of 
the other states began acting upon this 
matter with consequent adoption of 
laws in other states, 


Statutory Crystallization 


_ The process of crystallizing practice 
into statutes was further shown by the 
action ot the Committee of Fifteen, ap- 
pointed in 1906 by President Roosevelt 
to draft a proposal uniform insurance 
law. The code was never’ wholly 
adopted by any state, but an influence 
was seen in later legislation. This code 
provided for non-forfeiture and_ sur- 
render, stipulating a form of insurance 
automatic on default and having a net 
value equal to the valuation reserve 
less a surrender charge not to exceed 
$25 per $1,000 of insurance. It also pro- 
vided for a cash value on surrender 
within one month after default, with a 
six months’ protection delay for the 
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company. Mr. Evans pointed out that 
the important feature of the proposal 
was that it was left to the company to 
decide whether the stipulated form 
should be paid-up or term extension 
He said that restriction of company 
practice on this matter was unwise and 


unsafe. Mr. Evans then proceeded 
with a discussion on the basis, amount 
and duration of the withdrawal or sur- 
render charge. He told of the thre« 
year limitation period for surrender 
values allowed by law and compared 


the different methods of computing the 
charge. He said that there was danger 
of poor risks remaining and good risks 
lapsing, thus building an adverse mor- 
tality experience, and thus companies 
are justified in giving persistent mem- 
bers the benefit of reasonable surrender 
charges against those who withdraw. 


NEW CHURCH LIFE COMPANY 


Is Formed as Running Mate of Church 
Pension Fund and Is for Episcopal 
Workers 


_ The Church Life Insurance Corpora- 
tion, incorporation of which was an- 
nounced last week, is being formed as a 
running mate to the Church Pension 
Fund; the insurer of Episcopal clergy. 
rhe (¢ hurch Pension Fund has been op- 
erating for some time to insure clergy- 
men of the Episcopal Church, being 
supported by a compulsory tax on each 
parish of 7% percent of the salary paid 
its clergymen. The fund now has about 
$14,000,000 in invested funds. It is pay- 
ing about $500,000 annually to aged and 
infirm clergymen and widows and min- 
ers. This tund, however, has made no 
provision for others than the clergy 
tor which reason the Church Life In- 
surance Corporation was formed in or- 
der to furnish insurance at cost for 
deaconesses or other church workers in 
the Episcopal Church. The new com. 
pany 1s in no sense a substitute for the 
Church Pension Fund, but is a running 
mate to it. It will sell all forms of life 
insurance at rates approximating those 
charged by the government for convert- 
ing war risk insurance. The rates will 
be net plus 1 percent, to pay taxes on 
the insurance and each applicant will 
be obliged to pay $5 for his own med- 
ical examination, while the parishes ar¢ 
taxed for support of the pension fund 
the premiums on the insurance in the 
new company will be paid by the policy- 
holders themselves. The Church Pen- 
sion Fund will give its services free of 
charge tor the administration of the 
new life company. Its capital will be 
$150,000 which will be temporarily pro- 
vided by the Church Pension “Fund 
Henry Moir, actuary of the Home Life 
has been secured as consulting actu- 
ary and the new company expects to b 
in a position to write business by July 
1. rhe limit at the beginning will 
probably be $10,000 on a single life 


Important Policy Loan Decision 


_A recent decision of the Supreme 
Court of the United States in the case 
of the Mutual Life of New York ys. 
Mary Liebling, appealed from the Su- 
preme Court of Missouri, is of interest 
to the insurance world generally. In 
this decision the United States court 
held that an insurance contract made in 
Missouri is governed by the law of the 
locality, and therefore affirmed the de- 
cision of the Missouri court which 
found in favor of the beneficiary and 
against the company. ; 

The case involved a policy on which 
a loan had been made, neither the loan 
nor the premium being paid at the ex 
piration of the year. The company 
cancelled the policy, applying the sur 
ren@r value to the loan, under the New 
York law. The insured died the follow 
ing year and the widow brought suit 
holding that the Missouri and not the 
New York law applied, which conten 
tion is now upheld by the court of last 
resort. 





The Atlantic Life of Richmond. Va 


has made application for license in Ohio 
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SUBSTANDARD BUSINESS 
AND YOUNG COMPANIES 


Application of This Phase to 


Smaller Organizations Treated 
by Arthur Hunter 


OUTLINES PROBLEMS MET 


New York Life’s Actuary Gives Valu- 
able Paper to American Institute 
of Actuaries in Chicago 


subject of 


the 
substandard insurance, from the stand- 


\ valuable treatise on 
point of the advisability of a small com- 
pany writing it, was given the Amert- 
Institute of Actuaries, in session in 


can 
Chicago last week, by Arthur Hunter 
of the New York Life. Mr. Hunter 
gave the younger companies a wealth 


of material on the question of writing 


underaverage risks, making no definite 


suggestions, but pointing out the difh- 
culties encountered and leaving appli 
cation to the individual company to fit 
the peculiar conditions of each com- 
pany. Of special value was his outline 
of the various means of meeting the 


extra mortality, lien, premium increase 
and advance in age being explained and 
illustrated with premium 
First taking up the question, “Should a 
company insure underaverage 


Mr. Hunter 


Should Young Company 


calc ulatigns. 


yvouns 


une 
ks?” 


said: 


ris 


What Write? 


‘The answer to this question will de- 
pend on the number of years the com- 
pany has been in existence, its financia! 
standing, and the ability of the officers 
to handle the problems connected with 
underaverage lives. The of a 
company which has been in existent 
for a very few years would be well ad- 
vised to confine the writing of business 
to standard lives, and in the meantime 


othcers 


to collect all possible information re- 
garding substandard risks. There are 
likely to be wider fluctuations in the 


mortality experienced among substand- 
ard lives than standard 
lives Assuming company’s 
financial position would enable it to 
stand a heavier relative mortality for 
1 few yea among the former than 
among the latter, the first step to 
determine whether or not the organ- 
ization is equipped to prepare the nec- 
make a selection 


among 
that the 


irs 


18 


essary plans and to 

based on knowledge and not on 1m- 
pressions? In some of the younger 
companies the business is not large 


cnough to employ a medical director for 
his whole time, and accordingly a prac 
ticing physician is put in charge of the 

tion of risks. Such a physician is 
inclined to look upon each life as an in 


selec 





dividual, instead of as one of a group; | 
and many have neither the time not 
the inclination to make a_ thorough 
study of the literature covering the se- 


lection of risks. 
Information Necessary 


which 


“The first matter, therefore, 
should be considered in determining 
the advisability of issuing underaver- 


age policies Have the necessary 
statistics been collected and thoroughly 

ilyzed? Are the medical and actu- 
arial departments in position to base 
their plans on the best available infor- 
mation, and have they sufficient knowl- 
edge to use correctly such information? 
re the medical director and the actu- 
ry ready to co-operate intelligently and 
frankly? If and if the company’s 
financial standing is beyond peradven- 
t business on con- 


1s 


so, 


re, an underaverage 

rvative lines may be undertaken. It 
may be best to enter the field gradu- 
illy, taking up, in the first place, the 
more common impairments on which 


LIFE 


CHOICE OF DIVIDENDS 


MUTUAL BENEFIT’S FIGURES 
Comparison Made Between the Classi- 
fications for the First Three Months 
and Last Year 


The Mutual Benefit 


interesting information 





various dividend plans for the firs 
three months of this year compar: 
with last year The Mutual Benefit 
incorporated the accumulation plan 
Its policy contract th new policies 
going into effect Jan 1, last Che fol 
lowing table shows the number po 


cies issued on each of the four dividend 





plans and the percentage which s 
number bears to the total issu 
hr n ths, 1 
I tag 
Plan Policies of tota 
Premium reduction. 5.315 13.8 
Accelerative endt 4,76 2 
Accumulation 1,497 2 
Addition 562 1.6 
Totals 12,134 100 
Year | BP 
Per ta 
Plan Policies f ) 
Premium reduction 19,474 13.1 
Accelerative endt. S44 Of 
Accumulation 10 0 
Addition 2.853 ' 
Totals $5,181 00.0 
The Mutual Benefit says 
“The figures show that the umula 
tion plan has reduced materially the per 
centage of policies issued on the accel 
erative endowment plan but, if it be 
taken into account that the accelerative 
endowment plan has always been muc!l 
more popular than the addition plar t 
will be found that the addition plat 
so far as the percentages go, has « 
tributed slightly more to the a imu 
tion plan than has the accelerative en 
dowment plan. In the first three months 
of 1922, 39.2 percent of the issues were 
on the accelerative endowment plan 
whereas, in 1921, 50.6 percent vere on 
that plan The percentage for the three 
months of 1922 was 77 percent f that 
for 1921 Turning now to the addition 
plan, it will be seen that the percentag 
of total issues on the addition plan in the 
first three months of 1922 wa only 7 
percent of the percentage on the addition 
plan in 1921. The figures, therefore, in- 
dicate that the accumula has 
drawn from both the a er 
dowment and the addition plat n abou 
the same proportion The fac that 
accelerative endowment plan has always 
been somewhat more popular than tl 


addition plan makes the reduction in the 
percentage of lied upon the 
accelerative endowment 


business app 


apparent than in the case of the add 
tion plan. 
reliable statistics are obtainable, and 


other 
] 


gained 


extending the to 
Ss experience Is 


scope iWmpall 


ents a 


Sources of Necessary Information 


“There is now available a_ larg 
amount of information for the conduct 
of underaverage business. I find fre 
quently, however, that many who ask 
for information have not studied thx 
existing material on the subject Such 
material appears principally in _ the 
‘Transactions of the Actuarial Society 
of America,’ and the ‘Proceedings ol 
the Association of Life Insurance Med- 
‘cal Directors,’ but, unfortunately, the 
latter are not printed for public distri- 
bution. Too often the mistake is made 
of reading the original paper withov. 
studying also the discussion thereon 
In the course of the discussion are 
given not only the opinions of actu 
aries and medical directors regarding 
the point of view of the writers of th 
papers, but often the experience of 
other companies. I therefore strongly 
urge all those who are looking for in- 


formation as to the treatment of under 


(CONTINUED ON PAGE 4) 
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EDITION 


COMPANY IS ABSORBED 


TAKES OVER THE COMMERCIAL 


Mutual Life of Illinois Has Reinsured 
Its Accident and Health Insur- 
ance Running Mate 


The consolidation of the Commercial 
Health & Accident with the Mutual 
Life of Illinois, both of Springfield, IIL, 
has been completed and a rider of as- 
sumption issued to policyholders of the 
former. The two companies have been 
under the same management since the 


health and accident 


organization of the 


I ny and have been quartered 
the same offices, recently having moved 

to new home office building in 
Springtield. H. B. Hill was president 
of oth companies and continues as 


Dr. J. R 


esident the Mutual Life, 
Neal, medical director of the Mutual 
Life, was an officer in the Commercial 
Health & Kc dent and F, M Fefter, 
vho was secretary of the Commercial 
Health & Accident, becomes vice-presi- 
dent and manager of the health and 

cident department of the Mutual Life 

Company Is Strengthened 

The Mutual Life of Illinois is an old 
line, legal reserve company with capital 
stock of $200,000. The combination of 
the two companies greatly increases the 
strength and security back of the poli- 


Che 
companics 
the 


the 
through under 


agreement between 
was carried 


cies 


supervision and approval of the in- 
surance department of Illinois. The 
Mutual Life announces that there will 
be no change in the methods of opera 


tion in the health and accident depart- 
ment and no rate changes. The Mutual 
Life intends to push the health and acci- 
dent department and is taking Mr. Fef 
fer over into the new organization to 
manage it. The officers the Mutual 
Life Illinois are H. B. Hill, president; 
James Fairlie, first vice-president and 
actuary; N, H. Walt, second vice-presi- 
] ? 


dent agency director; and Dr. J. R 


o! 


o! 


al d 


Neal, secretary and treasurer 

Che Mutual Life of Illinois made fine 
progress since it was organized by 
President Hill Mr. Hill was widely 
known among insurance men and had a 


held training before he became 


long 


an executive The Mutual Life of Ili 
nois is very capably managed. He re 
cently established i health and cK 

dent department looking toward the 
reimsurance of the Commer: Healtl 


rs Accident. 


Chicago District Roundup 





\ testimonial of $22,000,000 of new 
Lusiness wa pr sented to Vice-Presi 
dent T. A. Buckner at the annual round 
ip of the Chicago districts of the New 
York Life last week Chere were 550 
New York Life agents present. Whil 
this reat testimonia was the fteatu 
i the meeting, the agents were give i 

ll day's program of educat onal ma- 
terial by the home office offic ] pres 
ent and | the Chicago agency supe! 
\ ) spec al attent n being given to 
the company’s p ; and purposes, and 
in outline of the policy forms Ch 
agents were given he detai ot the 
New York Life’s withdrawal jron 
Ku pe a d told that the company had 

eturned home” and will concentrat 
ts efforts in North America hereafter. 

| | ilk b V ice Presi 

ere were talks by Dr 

medical director and 

Pearson The meet 

opening for the June 

campaign of the Chicago district, Jun 

beng A gsley Month” Tor New York 

Life agent An effort is being made to 

r blist new high mark for new 

| ness this month The Chicago dis- 

trict has been setting new productior 

marks this year and expects to make 
june a record month 


two | 


FIDELITY MUTUAL’S 
LEADERS AT MEETING 


Producers Philadelphia 


Company in Annual Session 


Star of 


at Atlantic City 


'GROGAN NEW PRESIDENT 








Addresses and Talks on 
Live Selling Topics Feature 


Inspirational 


Big Convention 


ATLANTIC CITY, 


day s this week 


N. J., June 7 
Fidelity Mu 
assem- 


held representatives 





were 


is seaside resort at a combined 

< ntion, sales congre ss, social gath- 
ering and picnic hey came from the 
head othce in Philadelphia and from 
every section of the United States. It 
was the culmination of a year of striv 
ing—a reward for duty well done—for 
the men and women who met here are 
embers of the Fidelity | eaders’ Club 
\nd membership in this club can be 
achieved only on the basis of a stated 


requirement in new cash premiums, 


he first day, Monday, was given 
ver to a conference with Fidelity man 
ger iorning and afternoon sessions 
being devoted chiefly to a discussion of 
organization and conservation work. 
Che actual convention of the Leaders’ 
Club was opened Tuesday morning by 
Frank H. Sykes, manager of agencies, 
tollowed by an address of welcome from 
Samuel Leeds, president of the Atlantic 
City Chamber of Commerce 

New Officers Installed 

The club’s retiring president, Frank 
Bettger of Philadelphia, then ad 
dressed the convention, after which 


alter 


\\ Le Mar Talbot, president of the 
company, offered a few words of greet 


ng and congratulation. In connection 
with installation of officers Prof John 
Dennis Mahoney spoke in glowing 
terms of the Leaders’ Club, which was 
founded March i, 1903, and to whicl 
n y are called but few are chosen.” 
No partiality is shown in this organiza 


officers and 
lf-elected, the official 
to the 15 mem- 
standing as salesmen 

were installed: Presi- 
Grogan of Johnstown, 
vice-pres 
Hunsicker, whose term 


however, for even the 


directors are st 


no©rs being accorded 
CT ol highe st 
following 
Patsy” J 
Pa., retiri vice-president; 
nt, Clayton M 


ie 


a president o! the Philadelphia Asso 
ation of Life nderwriters expired a 
Tew days ago second vice president, 
Lobert J Seiberlich Minneapolis; sec 
etary, Karl Collings, Philadelphia 
treasurer, E. S. Freeman, Raleigh, N 
( directors: Wilson Slick, Johnstown, 
P %. C. Grimes, Topeka, Kan.; S. H 
Gettis, Washington, D. C.; A. C. Walk 
er, Atlantic City; R. A. Locke, Pitts 
irgh, Pa.; F. P. Danzillo, Greater New 
York, who led the April honor roll; 
lacob Golden. Detroit, Mich., retiring 
s treasurer: W. G. Backus, San Fran 
sco: W \. G. Linn, Pittsburgh, and 
I Fraser, I]t Atlanta, Ga 


Following the installation of officers, 
W. S. ( ampbe ll, first secretary and sol 
citor for the Fidelity Mutual, spoke on 
Helping the Other Fellow.” 

Good Life Income Talks 


Tuesday afternoon’s program was 
opened by F. W. Hagen, who gave a 
ood talk on “The New ‘Income for 
ife’” He was followed by Frederick 
4 Wallis. manager for Greater New 


York 
I col 


} M i! 


who recently retired as immigra 
for the port of New 
Wallis discussed “The 


missioner 


Yor age! 
Underwriter or the Undertaker,” speak 
ng on behalf of lite income tor self as 





4 


contrasted with what he terms the 
“sraveyard policy.” Mr. Wallis, who 
usually carries in his pocket a miniature 


coffin and skeleton to emphasize his 
appeals, told what his agency is doing 
in New York, and exhibited literature 


picturing a bank vault and a cemetery 
vault, under which was written: “At 
which vault do you cash in?” 

F ollowing this was a pointed address 
on “Selling the ‘Income for Life’ to 
eM pore. Women,” by F. J. Durgin 
of Springfield, Mass. Tuesday’s pro- 
gram was rounded out by one of the in- 
spirational talks for which Harry C. 
Spillman is famous. Mr. Spillman, who 
is manager of the Educational Depart- 
ment of the Remington Typewriter 
Company, combined wit, eloquence and 
friendly advice under the subject “Ele- 
ments of Greatness in Selling.” 


Evenings Devoted to Entertainment 


were held Monday eve- 
evening in order to 
opportunity 


No sessions 
ning nor Tuesday 
give the underwriters an 
to promenade the Great Wooden Way 
and enjoy as much as possible ocean 
bathing and the other attractions of 
Atlantic City. Wednesday morning’s 
session was opened with an excellent 
presentation of “Hes ad Office Service via 


Field Cooperation,” by & charles G. 
Hodge, secretary of the Fidelity Mu- 
tual. 

F, W. Heron of San Francisco, su- 


Coast district, 
Twofold Pur- 


Pacific 


“The 


of the 
topic 


pervisor 
took for his 


pose of Income Insurance.” Mr. Heron, 
who has addressed a number of sales 
congresses in California on this subject, 


mphasized the distinction between in- 
‘ome for self and income for benefi- 
‘iarv, declaring underwriters should 
concentrate on these two forms far 
than they do, for the benefit of 
the insured, the company and them- 
selves. He spoke with force and en- 
thusiasm for more than an hour and 
packed every minute with eloquent sales 
arguments. He was followed by Her- 
bert W. Hess, professor of commerce, 
and head of the department of advertis- 
ing and salesmanship, University of 
Pennsylvania, on “The New Era of 
Scientific Selling.” 


more 


Hunsicker on Business Insurance 

Wednesday afternoon “Clayt” Hun- 
sicker, who is a past master in selling 
business life insurance, pleaded for 
“Life Insurance to Fortify and Perpetu- 
ate a Business,” citing the large number 
which have been broken 
up during the past generation through 
the lack of a little foresight. Mr. Hun- 
sicker said the widow of a deceased 
partner is a doubtful factor at best. He 
made the point that when the partner in 
an unprotected firm dies or resigns, the 
survivor, if he desires to continue the 
himself, is forced to raise 
money to buy out the share of the de- 
ceased at the very time when he, the 
survivor, needs additional cash to com- 
pensate for the loss of business brains. 

Following Mr. Hunsicker was a gen- 
eral discussion of life insurance (a) for 
partnerships and small businesses, (b) 
for corporations, and (c) in relation to 
bank credits. George H. Wilson, gen- 
eral counsel for the company, then took 
up the subject of “Modes of Settlement 
and Trust Agreements.” 


of businesses 


business 


Crisp Five-Minute Talks 

Five-minute talks giving crisp selling 
points, illustrations and workable ideas 
were given by Frank L. Bettger of 
Philadelphia, Thomas M. Green of Bal- 
timore, S. A. Moyle of New Haven, S. 
H. Gettis of Washington, D. C., B. F. 
Fraser, Jr., of ne, Miss E. Daves 
of Louisville, H. L.. Higgs of Memphis, 
Miss E. H. oS of Syracuse, Miss S. 

Miller of Atlantic City, W. F. O’Con- 
nor of Syracuse, W. A. G. Linn of Pitts- 
burgh, Edgar Clark of Seattle, E. R. 
Paxton of Stockton, Cal., and Hugh 
Brown of Columbia, S. C. 

The Heron trophy, the application-a- 
week medal and the allotment contest 
awards were presented at the close of 
business sessions, Wednesday afternoon. 
The final event of the convention was 
“Fidelity Night,” given in Haddon Hall, 
across the street from the Chalfonte 
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SUBSTANDARD AND YOUNG COMPANIES 


(CONTINUED FROM PAGE 3) 


average lives to read carefully the dis- 


cussion of the original papers. 
Meeting Extra Mortality 


“The three principal methods of 
meeting extra mortality, in use in this 
country, are a lien against the amount 
payable at death; an extra premium; an 
advance in age. In some companies 
two of these plans are in use, and an 
attempt is made to fit the method to the 
individual case. For example, where 
the extra hazard is expected to be ex- 
perienced largely in the early years and 
to disappear rapidly thereafter, a hen 
method is used; and where there is an 
occupation hazard which is considered 
to be a constant irrespective ot age, 
the extra premium method is conven- 
ient. In general, however, the dispo- 
sition seems to be to adopt one method 
ior all types of hazard, partly for the 
sake of simplicity, and partly because 
sufficient data are not available te de- 
termine the incidence of the mortality 
tor each impairment. Among under- 
average risks as a whole, the ratio of 
the extra to the normal mortality de- 
creases with the duration of the poli- 
cies. 

Use of Lien System 

“At one time there was a feeling in 
this country that the best method of 
providing ior extra mortality was by 
means ot a lien decreasing by the pre- 
miums paid. There has been in recent 
years a marked loss in the popularity ot 


that method. This may be due to a 
realization that a decreasing lien ol 
reasonable size does not meet a high 


mortality and to the complications ot 

lien system. In certain companies it 
may be largely due to the tact that 
deterred dividend policies are not now 
issued and accordingly the combination 
of a licen with a special dividend class 


is no longer possible. 


Methods Employed 

‘There are several ways of measur- 
ing the extra mortality which can be 
borne by a lien. One of these meth- 
ods assumes that the same percentage 
of extra mortality is carried through- 
out the life of the policy—a condition 
which is seldom, if ever, met in prac- 
tice. Another method assumes that the 
extra mortality is a uniform percent- 
age for a number of years, that it then 
disappears and that the lien continues 
auring the period of extra mortality 
only. A third method assumes that 
the extra mortality decreases with the 
duration of the policy and can be borne 
yearly by the lien until the lien is wiped 
out, and that therefore the normal mor- 
tality is to be expected. These methods 
are illustrated as follows: 

Method A 

Additional mortality borne by liens, on 
assumption that extra mortality con- 
tinues during life of policy, lien reduced 
annually by annual non-participating 
premium. 
Percentage 
of Ameri- 
can men 
select ta- 


Lien re- 


Plan of duced an- 


Insurance eo nually by ble borne 
Es by lien 
Sn Age atissue Age at issue 
20 40 «600=«2006«640)—« O60 
Ord. life....$250 $16 $27 $65 5 3 2 
Ord, life.... 500 16 27 65 23 16 i1 
Ord. life.... 750 16 27 65 85 64 41 
20-pay. life. 250 24 35 67 43 2 
20-pay. life. 500 24 35 67 18 15 13 
20-pay. life. 750 24 35 67 54 56 48 
20-year end. 250 42 45 70 7 4 2 
20-year end. 500 42 45 70 35 25 14 
20-year end. 750 42 45 70 151 109 651 


Method B 


Additional mortality borne by liens, on 


assumption that extra mortality con- 
Hotel, where the other meetings were 
held. An informal program of enter- | 


tainment and good fellowship included 
dancing, music, some clever parodies 
and refreshments. Business cares were 
laid aside and memories 
to form incentives for success the com- 
ing year—for success will mean a seat | 
in next year’s convention. 





| 


were stored up | 


tinues for ten years only, lien reduced 
annually by amount equal to one-tenth 
of lien, reduction commencing at end of 
first year. 








on 
» o™ Percentage of 
© " em American men 
ws > >— Select table borne 
of Bo SE by lien 
Es eS ce 
on o% os 
ao sa = Age at issue 
_ we < 
20 «630 40 #50 60 
Ord, life....$250 $25 18 16 17 17 19 
Ord, life.... 500 50 41 41 40 41 48 
Ord, life.... 750 75 76 76 74 79 98 
20-pay. life. 250 25 18 18 17 #18 20 
20-pay. life. 500 50 42 43 43 45 50 
20-pay. life. 750 75 83 83 81 88 105 
20-year end. 250 25 21 21 20 19 20 
20-year end. 500 50 53 53 49 #48 52 
20-year end. 750 75 110 107 98 98 110 


Method C 
_Lien_ considered as applicable to 
risk of each year lien reducible 
by non-participating premiums, 


extra 
annually 


Age 20 Age 40 
Policy 
year Initial amount Initial amount 
of lien of lien 
$250 $500 $750 250 $500 $750 
Ordinary Life 
1 194 76s 
2 28 8y 261 25 83 
3 26 85 248 21 77 
4 24 $1 236 18 71 
i) 21 77 224 14 65 
10 11 58 177 38 
15 3 142 15 
20 a 9 114 
I Vata aioe 16 90 
r'wenty-Payment Life 
ern | 91 265 27 87 251 
2 os oO 85 248 23 79 231 
3 22 79 232 18 71 213 
i 19 73 217 14 64 196 
5 16 68 205 9 57 180 
10 l i4 151 25 116 
15 23.0112 64 
20 3 80 15 
lwenty-Year Endowment 
1 7 88 260 26 85 248 
2 21 fe 240 2u 76 226 
3 16 70 220 14 67 206 
4 10 62 203 st) 58 188 
5 5 4 188 ; 49 170 
10 15 121 st) 97 
15 7 22 
Suggestions Are Made 
“If we had a group where the extra 
mortality was expected to be the same 


percentage of the normal mortality dur- 
ing the life of the policy it is clear 
from table A that a heavy lien would be 
necessary to cover a comparatively light 
extra mortality. 

“As there are cases 
tra mortality is expected to continue 
for several years only, and as some 
companies would like to cover the extra 
hazard by means of a lien, table B gives 
the percentage of extra mortality which 
can be borne on the assumption 
such extra mortality continues as a 
uniform percentage for ten years only, 
and that the lien is reduced by one- 
tenth each year. 

“It will be noted 
C a substantial extra mortality is car- 
ried in the early policy years. This 
method is specially applicable to groups 
in which the extra mortality decreases 
steadily and finally disappears, and in 
determining the groups to which it is 
applicable the mortality by policy years 
should be analyzed. It is not so applic- 
able to risks in which there is a high 
extra mortality for a few years, such as 
in applicants with a history of gastric 
ulcer, unless the lien is very substantial, 
is constant, and is eliminated within a 
comparatively short time. Nor are 
liens satisfactory in the case of an ex- 
tra hazard which persists or tends to 
increase, such as marked overweight 


in which the ex 


that under table 


at the younger ages at entry, or a his- 
tory of syphilis. 
Insurance Easy to Place 


‘The lien system has the merit of 
creating a selection in favor of the 
company and of making the insurance 
easier to place among the better grade 
of impaired risks, those who have faith 
in their longevity, but objections are 
occasionally made that full protection 


is not given when most needed. 
“In the question of the modification 





that. 
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which should be made in cash values, 
paid-up values, and term extension the 
problem is to determine an approximate 
se tee which will give justice to both 
the policyholders and the company un- 
caer the different types of liens. It can 
readily be seen. that the reserve is a 
different one under each lien, and that 
in order to obtain the theoretically cor- 
rect reserve the expected mortality un- 
der cach lien should be taken into ac- 
count. In determining the amount of 
paid-up insurance and the duration of 
the extended term insurance account 
should be taken of the expected mor- 
tality. Under method B the reserves 
in the early years would be higher 
than the normal but would be the same 
as the regular reserve after ten years. 

“Under the method C of considering 


the lien for each year as applicable 
solely to the additional risk of that 
year, John K. Gore considers that n 
change in the reserves or cash surren- 
der values is required. The paid-up 
values, however, should have charged 
against it a proportionate part of the 


outstanding lien while the lien out- 
standing should be charged against the 
extended insurance. 


Extra Premiums 


“As already 
premium method 
successfully in the 
cupation hazards 


intimated, the extra 
may be used most 
case of certain oc- 
which are consid- 
ered to be constant. It is also specially 
adapted to any other impairment in 
which the hazard is constant irrespec- 
tive of age. In many companies the 
extra premium method is used for im- 
pairments which are represented by a 
uniform percentage of the tabular mor- 
tality and accordingly the following 
tables cover 150 percent, 200 percent, 
and 250 percent mortality as well as 
ten extra deaths per thousand per an- 
hum. 
Nonparticipating Plan Usually Followed 
“Before calculating the extra pre- 
miums it must be first determined 
whether these shall be participating or 
uon-participating and whether any al- 
lowance should be made for additional 
surrender value. The general practice 
is to make such extra premiums non- 
participating, and not to grant addi- 
tional surrender values. Under thesa 
conditions a loading of 10 percent to 
20 percent for all expenses, including 
comm:ssions is customary. The calcu- 
lations, based on the American Men 
Select Table with 3% percent interes: 
and without loading, are as follows: 
For Life Policy 


Net extra premiums per $1,000 for ad- 
ditional mortality 





z : = 3 
vi ~ - a 
: rs = - 
< 
Ordinary Life 

20 sl as $ 2.70 $ 5.20 $ 7.50 $ 8.00 
20) ; 3.50 6.70 9.50 7.60 
10 5.30 9.90 14.20 7.30 
50 8.70 16.50 23.70 7.20 
60 15.30 29.10 41.90 7.10 

Twenty-Payment Life 
20 ree CT $ 6.30 $ 9.00 $10.20 
lL 3.90 7.10 10.00 9.10 
0 . 5.00 9.20 12.90 8.00 
BP scccoe See 14.40 20.70 7.20 
Se ig cn 26.80 30.10 6.90 

Twenty-Year Endowment 

20 , .-3 1.20 $ 2.40 $ 3.60 $ 6.00 
30 x 1.40 2.96 4.30 6.00 
10 2.50 5.00 7.50 6.00 
0 5.50 11.00 16.60 6.20 
60 12.70 25.10 7.20 6.60 


For 10 Years 


premiums payable for ten 
cover extra mortality for 


Net extra 
years only to 


ten years and normal thereafter. 

~ 5 s Se 
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Ordinary Life 

Serer $ 1.80 $ 3.60 $ 5.50 $ 9.30 
EN 2.00 4.00 6.00 9.10 
ae 3.10 6.10 9.10 8.80 
—e 6.20 12.20 18.20 8.30 
a decune 13.00 25.60 37.90 8.00 


(CONTINUED ON PAGE 14) 
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WEARING OUT YOUR SHOES PAYS BETTER THAN WEARING OUT 
YOUR PANTS’ 


Life Insurance Men— 


A Contract with Our Company 
will insure you a prosperous year 


BEST COMMISSIONS—BEST POLICIES—WRITE US 


ESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 























THE 


Our Broadcasting Station 





Operates with a “wave-length” that is in tune with that 
of every progressive, square-dealing, forward-looking 
fieldman throughout the Mississippi Valley. 


When we speak of broader service, of more intimate, in- 
telligent cooperation, of absolute fair-dealing toward 
friend and competitor alike, of greater study and pre- 
paredness that we may serve our communities better,— 
we strike a responsive chord in each of the loyal men of 
character and earnestness who represent NATIONAL FI- 
DELITY LIFE. 


If you are of the great Middle West or Southwest, it will 
PROFIT you to investigate what NATIONAL FIDELITY 
“tools” are like; what NATIONAL FIDELITY coopera- 
tion with agents really means. We repeat, it will 
PROFIT you—if YOU are able to grade up to NA- 
TIONAL FIDELITY standards of character and earnest- 


ness. 


Unusual opportunities—right now—in Iowa, Illinois, Kan- 
sas, Minnesota, Missouri, Nebraska, Oklahoma, South 
Dakota and Texas. 


NATIONAL FIDELITY LIFE 
INSURANCE COMPANY 


Sioux City, U.S. A. 
Ralph H. Rice, President 


NATIONAL 





THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
ry Hartford, Conn. 1922 


1846 
What Is ‘Sevgles ? 


The progress of this Company for more than seventy-five 
years has been accomplished on the basis of true mutuality 
and the broad principle of the most complete and perfect 
life insurance protection possible. 


Through the medium of individual service of a high char- 
acter, ‘Public Demand” has been interpreted as the 
fulfillment of individual needs. 


Connecticut Mutual life insurance protection is complete 
and satisfactory; specifically adapted to particular needs. 

















Security Mutual Agents are successful | 
WHY? | 


The reasons are many 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 


First —Our rates are right 
Second—Our policies are attractive 
We can give good men good}jterritory 


If you are interested, address 
. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE CO. 














BINGHAMTON, N. Y. 
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MISSISSIPP’S RECORD 


SMALLER VOLUME IN FORCE 


Fair Amount of New Business Written 
in 1921 and Present Year Indicates 
Improvement 


Compilation of the transactions of 45 
liie companies in Mississippi in 1921 
shows figures of these companies on file 
in the insurance department. Those 
companies had $284,484,432 insurance in 
force in the state at the beginning of 


the year. At the close of the year 
they had $276,423,683 in force. 

Pre mium collections for the year 
amounted to $9,889,468, while the com- 


panies paid out in death claims $2,809,- 
240, or a little more than 1 percent of 
the mean amount of insurance in force. 
There is no way of ascertaining from 
the annual statements of the companies 
the expected mortality in a given state 
but the above comparison would indi- 
cate that, taken in the aggregate, the 
companies experienced a very favorable 
year in the Magnolia state from the 
standpoint of mortality. 


State’s Mortality Experience 


The prevailing opinion with many 
companies has been that the state yields 
a high mortality. Responsibility for 
this impression is partly attributable to 
the disastrous experience of the Pruden- 
tial some years ago. In this connection 
it is noteworthy that Dr. Frederick L. 
Hoffman, vice president and statistician 
of the Prudential, has written a report 
dealing with conditions in Mississippi, 
in which the state is fully exonerated 
from the blame for the Prudential’s 
heavy loss and is given a clean bill of 
health. 

New Business for Year 


New business in Mississippi last year 
amounted to $59,650,594, which is a 
very good figure considering the period 
of deflation through which the entire 
country was passing. Managers and 
agents declare that new business for 
1922 is already ahead of that produced 


in the corresponding months of 1921, 
with nearly every company enjoying a 
more favorable persistency. 


The largest net gain of business in 
force in Mississippi in 1921 was made 
by the Lamar Life of Jackson, which 
has 93.2 percent of its total insurance 
in force on the lives of Mississippians. 
During the year, its mortality was 41.3 
percent of the expected. New business 
for 1922 is coming in in very satisiac- 
according to the officers 


tory volume, 

of the company, who also declare that 
the lapse ratio is lighter this year than 
last. 


Old Line Life Men at Watertown 


Rupert F. Fry, president, and Frank 


Tharinger, assistant secretary of the 
Old Line Life, accompanied by Arnold 
A. Naulin, lecturer on salesmanship at 
Marquette University of Milwaukee, 


visited at Watertown, Wis., last week. 
\ meeting was held at the city hall with 
Judge Woodard presiding. Pre sident 
Fry conveyed a real heart-to-heart mes- 
sage to the stockholders and policyhold- 
ers assembled. He congratulated the 
Watertown branch, of which T. A. 
Wondreyka is manager, and mentioned 
also that W. C. Stone of that city is 
chairman of the executive committee of 
the company. 

Personal service was the subject of 
the talk made by Mr. Naulin, who made 
a convincing appeal for 2 return to the 
fundamentals of business and the ignor- 
ing of abnormal tendencies. “So-called 


‘good times’ with its flush money gives 
us comfort. but it does not give us 
strength. Thé business world passes 


from one cycle into another and should 
always be prepared for the change. 


These comforts often weaken to such 
an extent that the vitality for the 
change is not present and the result is 


disastrous.” 


generally 
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TO GET NEW BUILDING 


MERGER IS NOW COMPLETED 


Chicago National Life Assumes Policies 
and Agents of Gary National— 
Will Soon Move 


Negotiations are now being made by 
the Chicago National Life for a new 
home office building on North Michigan 


avenue, the building to be called Chi- 
cago National Life Building. A four 
or six story structure is to be secured 
a few blocks north of the W rigley 


Building in the heart of the district into 
which several insurance companies have 
recently moved and the Chicago Na- 
tional Life will occupy at least one com- 
plete floor of the building. The definite 
location will be known in a few days 
and the company expects to move into 
its new quarters in 30 days. 


Merger Is Completed 


This enlargement of quarters is partly 
due to the reinsurance by the Chicago 
National of the business written by the 
Gary National Life of Gary, Ind. The 
reinsurance deal between these two 
companies has been completed in so far 
as the Indiana department is concerned 
rhe apparent delay in the reinsurance 
deal is accounted for by the Illinois 
law which requires a 30-day notice to 
stockholders in this state before a rider 
of assumption can be issued to policy- 
holders. As the time limit is not vet 
passed, the reinsurance deal is not offi 
cially completed in Illinois, but has been 
approved by the Illinois department as 
well as the Indiana department. The 
deal involved $4,500,000 of business 
written by the Gary National, approxi- 
niately $4,000,000 of which is renewable 
business and means an immediate addi- 
tion to the strength of the Chicago Na- 
tional Life. The Chicago company also 
assumes the $140,000 reserves held by 
the Gary company. 

Takes Over Agents Only 


None of the officers or stockholders 
of the Gary National have been taken 
over by the Chicago company, the only 
part of the working force assumed be- 
ing the agency force, together with the 
superintendent of agents, A. E. John- 
son, who is now in the Chicago office. 
There are 35 agents whose contracts 
have been taken over, assuring an ad- 
ditional production of $1,000,000 a year. 
The records of the Indiana company 
will be moved to the Chicago office in 
the new headquarters on North Michi- 
gan avenue, though agency headquarters 
for Indiana will be maintained at Gary. 
The Chicago National Life received its 


license from the Indiana department 
last week and is now writing business 
in that state. 





Provident Life & Accident Increase 


Secretary Cartinhour of the Provident 
Life & Accident of Chattanooga in 
checking up the figures for the first five 
months finds that the production for 
May in all departments exclusive of the 
life department exceeded May, 1921, by 
35 percent. The life department showed 
an actual increase but the total figures 
are not available. The railroad depart- 
ment showed an increase of 60 percent in 
May and the total increase for the first 
five months is 34 percent. The com- 
mercial and monthly accident depart- 
ment wrote more business during May 
than has been produced in any previous 
month during the past 14 months. The 
franchise department showed 33 per- 
cent increase the first five months. The 
life department during May appointed 
about four large producers in different 
sections of the country. The new com- 
pensation and automobile liability de- 
partments have just started functioning. 





the Westinghouse broadcast- 
ing station at Newark, Dr. Franklin C. 
Wells of the Equitable Life, gave a 
health talk Tuesday night. 


Through 
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We Want Real Men 





with ability and resources to 
develop three or four counties, 
getting and handling sub- 
agents, in Ohio, Indiana, 


Illinois, Missouri or Iowa. 


FARMERS NATIONAL LIFE INS. Co 
F. N. L. Building, 3401 Michigan Ave. 
CHICAGO, ILLINOIS 
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FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 


ested buyers of life insurance. Last year 


we distributed 47,604 direct leads—all in- 
terested prospects who had _ requested 
information. In 1921 this service, an 
Fidelity's original policy contracts, 
brought us within 74% of the unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000.000, Faithfully serving 
insurers since 1878. 

A few agency opening¢ for the right 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 














ACTUARIES 


ONALD F. CAMPBELL 


CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








—- GUNN 


CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone Randolph 3473 








_— J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 

COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Life Insurance Forms Prepared. 
The Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bldg. 19S. La SalleSt. 
Telephone State 4992 CHICAGO 











REDERIC S. WITHINGTON 
Consvu.tTine AcTUARY | 
402-404 Kraft Building | 
Tel. Walnut 3761 DES MOINES, IOWA | 








OHN E. HIGDON ) Actuaries & Examiners 
OHN C. HIGDON 600 Gates Buildine | 


Kansas City, Mo 
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There are 
Splendid 
Service 
Opportunities 
Now In 
Arizona 
California 
Colorado 
Illinois 
Indiana 
I 0Wa 
Michigan 
Minnesota 
Missouri 
Montana 
Nebraska 
New Jersey 
New Mexico 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Pennsylvania 
South Dakota 
Texas 
Utah 
W est Virginia 
Wisconsin 





An Agent Is Just As 
Good As His Service 


Service marks the worth of a 
life insurance salesman. His value 
to the community and the volume 
of his income depends upon his 
service. 


By most ardent co-operation 
with its agents The Lincoln Life 
assures them unlimited service 
possibilities. The Lincoln Life 
Home Office issues policies on 
nearly all applications received 
and delivers the policies back to 
the agents for delivery in record 
breaking time. 


You have most abundant 
service opportunities when you 


(Cink UP (Jwiru Tue (LINCOLN) 








The Lincoln National Life 


Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building 


Now More Than $210,000,000 in Force 





Fort Wayne, Ind. 
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Educational Service 


in- 
the 
special month that is being observed by 


life 
in 


Cue quality of real service 


surance work is well illustrated 


agents of the EourrasLe Lire of New 
York This is called “Educational 
Month.” Agents are asked to specialize 


This 


means, as 


on education endowment policies. 


is not a new venture by any 


this form of insurance and its applica- 


tion have been in for a number 


vogue 
it gives the agents 
to travel. 
are asked to search out prospects 


Olt years, However, 


a definite line along which 


Chey 
have children and who are 


who young 


ambitious to have them well educated. 
Many a child is deprived of a liberal 
education the parents 
afford to pay the price. It takes money 


to send a child through the upper school 


because cannot 


and college. The parents could afford, 

Lire insurance men in the larger 
cities say that women of means are 
buying more life insurance than ever 


hefore. One big producer in discussing 
this said: “Women are certainly bet- 
ter prospects than they used to be. I 
don’t know just why this is, but it is 
a fact. Women have the vote, they 
are serving on the juries, they are ac- 
tive politically, and they are taking a 


1iuch more independent attitude. They 
are more businesslike in everything that 
I find that when I approach 
a woman insurance she 
s often somewhat flattered. It tickles 
her vanity to be offered the same sort 
of a business proposition that would be 
presented to a man. At any rate, the 
idea of buying a life insurance policy 
to the 


they do. 


regarding life 


her own seems to appeal 


ot 


$200 a 
The 


dowment is made to mature at the age 


however, to set aside perhaps 


year for educational purposes. en- 
when the parent feels that the educa- 
tional fund will be needed. It then can 
be paid in installments to meet the de- 
mands of the case. 

The point we desire to make is that a 
campaign kind illustrates the 
great service the agent is able to render 
to He is to 
vocation which he makes his liv- 


of this 


mankind. able combine a 
from 
ing with a work that is constructive and 
highly beneficial. The life agent is serv- 
ing mankind in a way that brings great 
The educational 


most 


benefit to civilization. 
endowment policy is a 
Other companies might well spe- 
Month.” It is 


valuable 
one. 
“Educational 


cialize on 


worth while. 


Prospects 


woman the 

‘There are a great many women who 
are first rate prospects that 
arily missed by life insurance 
am talking about the wives of wealthy 
business men. I do not mean the shop 
girl or the stenographer or the private 
Instead, every large city is 
women husbands 
money, are prominent 
buy 


average of present 


are ordin- 
men. I 


secretary. 
full 
plenty 


of whose have 


of who 


socially, and able to just about 
These women are 
good life insurance prospects. It does 
not make any difference whether their 
husbands have taken out life 
ance or not, these women will buy for 
themselves. I ask any life insurance 
not believe it to solicit 


The sur- 


anything they want. 


insur- 


who does 
of them. 
them.” 


man 


a few results will 


prise 


What an Agent Has to Do 


Ir 1s true that people do not have to be 
convinced today as they did some years 
ago that life insurance constitutes one of 
the great safeguards in the way of busi- 
and family protection. The people 
are convinced that life insurance is the 
best available means of creating an estate. 
They believe that it does what the agents 
say it will do. the life 
insurance system has impressed itself on 
the public mind with so great force and 
convincing power that it needs no argu- 


ness 


In other words, 


ment or defense. 

The life insurance agent therefore in 
his work has to convince the prospect that 
he can afford to purchase insurance. The 
agent is called upon to show the prospect 
that he can better afford to purchase life 
insurance that he can something else. 
The agent must convince him that life 
insurance will do for him more than any 
other kind of an investment. The suc- 


cessful life agent must have a sufficiently 
keen imagination to portray the situation 
to the mind of the prospect that would 
confront his family were he suddenly to 
go far into the Great Shadow. It 
matter of financial calculation. In other 
life insurance has become purely 
The life insur- 
ance agent is not considered a bore as he 
was in days gone by. He has something 
to sell just as the investment broker, the 


is a 


words, 
a business proposition. 


real estate man, or anyone else that is in 
the investment field. 

The effective life insurance 
quietly down with his prospect, talks over 


salesman sits 


his situation in a businesslike way, shows 
him what life insurance can do and tries 
to convince him that for the amount of 
money required, it will create for him a 


larger and more satisfactory estate than 
he can expect to create through other 
means. 


day. | 


| 
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President John M. Stahl of the Farm- 
ers National Life of Chicago, left this 
extended vacation in the 


week on an 
east. Mr. Stahl had a severe accident 
in January and has had difficulty in re- 


He 


Stahl and their son. 


will be accompanied by 
They 


covering. 


Mrs 


| 


will go | 


on a motor trip first stopping at Welles- | 


ley College from which their daughter, 


Mary Edith Stahl, graduates this month. | 


She won the Durant scholarship when a 
junior and during her senior year has 
heen the student head of baseball. The 
Stahls will spend several weeks motor- 
ing to places of interest. Among the 
notable stops will be Philadelphia, 
where President Stahl will visit the girl- 
hood home of his mother. He will also 


go to Lancaster county, Pa., in which 
President Stahl’s ancestors on his fath- 
er’s side settled, coming from Berne, 
Switzerland, in 1711. They will also 
go to Hagerstown, Md., to visit the | 
farm that was owned by Henry Stahl, 

Sr., in 1742. Henry Stahl, Sr., and his | 
five sons served in the Revolutionary 

War under Washington. One of these 
sons, Henry Stahl, Jr., served in the | 
War of 1812. President Stahl has the 


powder horn and bullet mold carried by 
Henry Stahl, Sr., in the War of the 
Revolution. Henry Stahl, Jr., was 
dent Stahl’s great grandfather. 


Henry E. Tank, assistant manager of 
the life department of the Travelers in 
Chicago, is back at his desk again after 
an absence of nine weeks. Mr. Tank 
vas laid low with bladder trouble, 
had to spend three weeks in the hos- 
pital. He has had a long siege of it, 
but is now in good physical condition 
again. Mr. Tank is one of the old 
timers with the Travelers who has al- 
ways done splendid work for the com- 
pany. 

Thomas J. Houston of Chicago, in- 
surance superintendent of _ Illinois, 
leaves this week for San Francisco, 
where he will take part in the Shrine 
convention. Mr. Houston is one of 
the national officers, 


perial outer guard of the Shrine. At 
this convention undoubtedly he wiil 
move upward and be captain of the 
outer guard. Following the conven- 
tion at San Francisco Mr. Houston will 
go to Honolulu and spend some time 


there, the Imperial Divan of the Shrine 
making this as a side trip. Mr. Houston 
will be accompanied by Mrs. Houston 
and his daughter. Miss Houston is 


graduating this month from Ferry Hall, 


Lake Forest, Ill., and her father is giv- 
ing her the trip as a commencement 
present. Mr. Houston will not return 


to Chicago until July 8. 

of Weems & Albrit- 
ton, Dallas, Tex., state manager of the 
Minnesota Mutual Life, has been doing 
something in the way of personal prop- 
auction. Mr. Albritton was superin- 
tendent of agents and vice-president of 
the company, leaving his position to go 
mto the general agency business Jan 
1 His production during the first five 


E, S. Albritton, 


months was as follows: January, $132,- 
750; February, $100,500; March, $132,- 
250; April, $48,500; May, $101,000. This 


makes a total of $515,000. The agency 


itself has written over $2,000,000 in five | 


month. The Weems & Albritton agency 
has moved to the fourth floor of the 
Magnolia building in Dallas, occupying 
the entire west wing. 

In honor of the fiftieth birthday of 
Vice-President and Manager Arthur F. 
Hall, Lincoln National agents waged a 
campaign through May which produced 
$12,903,182 of written business. This 
is $1,661,548 ahead of the May produc- 


tion of 1921, which has been the record 
month of the company up until this 
time. 


Birthday greeting cards to be mailed 
to Mr. Hall were sent out to all 
Life agents during the last 


in 
Lincoln 


presi- | 


and | 


being with the im- | 


week in April, and more than $5,000,000 


of business was represented in the greet 
ing cards which were placed on Mr 
Hall’s desk on his birthday, May 11. 

Lincoln Life production for the first 
five months of this year is $4,189.64 
ahead of the business written the first 
five months of 1921. 

The record of the Detroit Life in new 
business for the month of May, 1922 
is $1,248,000. This compares with $1.- 
003,000 in May, 1921. The total 
business so far this year is $6,077,000 
against $4,279,000 for the same period 
1921, an increase of 789,000, 
42 percent over last year. 

The Detroit Life is conducting a 
special contest during June in honor 


of President M. E. O’Brien and hopes 


ot $1, or 


to achieve a record of $1,500,000 of new 
business for this month, 

The directors of the Detroit Lif; 
have declared a dividend of $1.50 per 
share payable July 15. 

Clifton Maloney, president of the 
Philadelphia Life, was guest of honor 


Wednesday, when his company’s Phila 
delphia agency force—members of the 


Plico Club—tendered him a_ reception 
and presented him with 50 big — in 
honor of his birthday. Headed by James 
N. Stringer, the company’s first “agent 
and the club’s first president, a squad 
of Plicos marked into President Ma- 
loney’s office flourishing miniature 


brooms as a symbol of their determina- 
tion to “sweep the city” with a record- 
breaking volume of business this month, 
which is known as “President’s Month.” 


John B. Chaddock, one of the organ- 
izers and the first president of the De- 
troit Life, died the other day at Ypsi- 
lanti, Mich. Mr, Chaddock served 
president until June, 1911. He remained 
on the board, however, until ill health 
compelled him to resign. 


as 


J. H. Nickell, district agent at Alton, 
Ill., for the Bankers Life of Iowa, had 
his foot stepped on at a recent street 
carnival in his home town. The owner 
of the offending foot apologized, a con- 
versation followed and the up-shot of 
the chance acquaintance was two good 
applications, one from the chance ac- 
quaintance and another from a friend 
of the chance acquatatance. 


B. Lewis Burwell, of Atlanta, former- 
ly superintendent of agents for the Life 
Insurance Company of Virginia at Rich 
mond and also at Atlanta, died in At- 
lanta June 1, aged 50. 


Mrs. Florence P. Clarendon, who for 
sometime past has edited the attractive 
little organ of the Home Life of New 
York, is also responsible for an interest- 
ing series of articles on life insurance 
subjects appearing in the “Magazine of 


Wall Street.” The articles in question 
are written for the benefit of the 
uninitiated, and in simple untechnical 
style set forth the advantages of the 
various forms of life insurance con- 
tracts as written by the legal reserve 
life companies. The articles have at- 
tracted considerable attention and un- 
questionably have been the means of 


inducing 
tection. 


many uninsured to seek pro- 


Bolling Sibley, general agent of the 
Penn Mutual at Memphis, Tenn., im- 
mediately following the recent anniver 
sarv meeting of agents of his company 
at Philadelphia went to Johns Hopkins 
Hospital, Baltimore, Md., for an opera- 
tion for thyroid trouble. His quick re 
covery seems assured, though this will 
keep him in the hospital about three 
weeks. Mr. Sibley is a Rotary Club 
delegate from Memphis to the Pacific 
Coast meeting and also expected to at- 
tend the Imperial Council meeting of 
Shriners on the Coast, but these plans 
have been given up. 


new 
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LIFE AGENCY CHANGES 
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GOES TO LINCOLN NATIONAL 


C. L. Miller of Madison, Wis., Has 
Been Appointed General Agent 
for a Number of Counties 


rhe latest acquisition to the Lincojn 
National Life agency force is C. 
Miller of Madison, Wis., who will be 
general agent for the district around 
the Wisconsin capital. Mr. Miller was 


| Life of 
Springtield. 





MILLER 


Cc L. 


iormerly vice president and agency di- 
rector of the National Guardian Life, 
and later agency director of the Cleve- | 
land Life. He is one of the best known 
insurance men in the region of Madison 
and is going about the organization of 
the Lincoln Life agency in a way which 
marked results 


promises 


E. J. Berlet 


I? J. Berlet has been appointed gen- 
eral agent and manager for Philadel- 
phia, southeastern Pennsylvania and 
southern New Jersey by the Guardian 
Life of New York. Since the resigna- 
tion of Thomas Murphy more than a 
vear ago the agency had been drifting 


along without a manager while the 
company was looking around for a 
suitable successor. 

Entering the insurance business only 
two years ago with the Philadelphia 
agency of the Mutual Life of New 


York, Mr. Berlet sold an average policy 
of more than $6,600 during his first year 
and raised this to more than $10,000 for 
his second years. It was at his sug- 
gestion that the Mutual Life agency 
force recently established a reference 
library which the men paid for them- 
selves, and which is said to be an inno- 
vation in life insurance circles His 
initiative and enthusiasm resulted in his 
election a month ago as president of the 
agency’. Field Club The club will 
meet Thursday this week to elect his 
successor. Mr. Berlet was also agency’s 


publicity man and editor of “The 

Mobilizer.” in which capacity he will be 
succeeded by A. P. Shalet 
J. S. Hayward 

1. S. Hayward, formerly with the 


rravelers, has been appointed manager 
of the southern California agency of 
the Northern Life at Seattle 
vard is from Connecticut and his insur- 
career began ten years ago at the 
office of the Travelers in Hart- 
where he acquired a_ thorough 
Following a decision to locate 


ance 

home 
tord, 
training 


j}at Sioux City. 


Mr. Hay- | 


in California, Mr. Hayward went to Los | 


as cashier of 


\ngeles nine years 
which 


the local office of the 


ago 
Travelers, 


position he held until three years ago, | 


when he was advanced to assistant man- 
ger 


| 


TAKE MUTUAL OF ILLINOIS 
Reisch, Morgan & Reisch of Spring- 
field, Ill., Relinquish the Travelers 
to Represent Home Company 





Reisch, Morgan & Reisch, of Spring 
held, Ill, who have been general agents 
tor the Travelers for a number of years 
have resigned that company and taken 
over the general agency of the Mutual 
f Illinois, whose head office is in 
This will give the Mutual 
Life of Illinois a strong home city con- 
nection. Harry T. Morgan of the firm 
has been connected with the Travelers 
for more than 18 years. He states that 


| naturally the severance of old relations 


is regrettable but his firm believes that 


Springfield people are interested in 
their home institutions and will there- 
fore patronize a home company rhe 
firm recently acquired considerable 
stock in the company. Carl Reisch oi 
the firm is president of the Spring 


Creek Coal Company and the Spgring- 


field Marine Bank. George F. Reisch 
of the firm is a member of the board 
of directors of both institutions 

The Travelers has appointed Lan 
phier & Co., general agents at Spring- 
field. This is one of the progressive 


agencies of the city. 


MORTON GOES TO SIOUX CITY 





Omaha Agent of the Mutual Benefit 
Life Succeeds Charles H. Ross 
as General Agent 





Charles H. Ross has resigned as gen- 
eral agent of the Mutual Benefit Life at 
Sioux City, Ia., in order to be relieved 
of the responsibility for development of 
the company’s business in the western 
part of the state. He will continue to 
represent the Mutual Benefit in Minne- 
sota, where he will make his home after 
July 1. William D. Morton of Omaha 
will succeed Mr. Ross as general agent 
He has been with the 
Mutual Benefit since 1911. This makes 
the second man that the Omaha agency 
has released in less than a year. C. L 
Sykes, formerly a star in the Omaha 
agency, is now general agent of the 
Mutual Benefit in Oklahoma 


D. B. Adler 


D. B. Adler, formerly superintendent 
of the L. A. Cerf general agency of the 
Mutual Benefit Life at New York City, 
has been made agency director for Hall 
& McNamara, general agents of the 


Penn Mutual Life in New York. Mr 
Adler was associated with Mr. Cerf for 
the past three years, having made re-, 
markable strides with that agency. He 


was the active manager of the uptown 
office at Forty-fourth street, and in his 
last year produced $5,500,000 of busi 
ness for L. A. Cerf, with $1,000,000 sur- 
plus business. Hall & McNamara have 
been making splendid progress and Mr. 
Adler’s conection is another star added 
to the many large writers who are now 
identified with this agency 


Robert J. Jeffs 


Robert J. Jeffs, formerly superintend 
ent of agents of the National Life 
Toronto, Can., has been appointed N« 
braska manager for the Federal Lii« 


Chicago with headquarters at Omaha 


J. H. Huntington, Jr. 


L \ Cerf. general agent in New 
York City for the Mutual Benefit Life 
announces the appointment of J. H 
Huntington, Jr., as manager of the cen- 
tral branch office at 44th street, Nev 
York City Mr. Huntington has spent 
practically his entire lifetime 
surance business, and has been with the 


Cert agengyv mn various capacities 10f 
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Not content to sit idly by, watching 
other institutions rise and flourish, Yy 
the Amicable is steadily gaining in 
strength and reputation. But this is Y 
not gained at a loss of stability. The Y 
growth of the Amicable is keeping 
pace with its dependability. It does 
not sacrifice its reputation for 
growth. 


But its progress is not limited to com- 
pany growth alone. The company 
is keenly alert to all new conditions 
as they arise. It is continually on 
the watch, ready to anticipate any 
new condition that may seem to be 
impending. Its one ideal is to equip 


SSS 


all its agents with working tools that 
can be used to advantage in the 
everyday solicitation of business. 
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about five vears, having served as man- 
ager of the Bronx office, and as instruc- 
tor of agents. 

lie has been with the central office 
since its inception, and has there dem- 
onstrated his leadership to a marked 
degree. In May, this agency, which is 
made up largely of the new men, sub- 


mir ne $1,260,000, 


‘ts history. 


the largest month in 


L. C. Cook and J. K. Jarvis 


On June 1 Lewis C. Cook assumed 
charge of the Louisville agency of the 
Guardian Life of New York, succeed- 
ing James K. Jarvis, who has been 
manager at that point for the last ten 
years. Mr. Cook is secretary of the 
Louisville Association of Life Under- 
writers and was formerly with the 
Massachusetts Mutual. 

—— | 
John G. ae 

lohn G. Emery of Grand Rapids, 
Mich., former national commander of 
the American Legion, has joined the 
Missouri State Life agency force at 
Grand Rapids. During the war he was 
promoted to major. In 1918 he was 


wounded in action. At the present time 
he is in the race for United States sena- 
tor from Michigan. He was elected 
national commander of the American 
Legion in 1921. In addition to his civic 
activities Mr, Emery conducts a general 
insurance and real estate office 








THE 


the staff of the Fidelity 
home office, where he 
pally engaged in the organization 
district agents. He will remain in 
east only a short time, 


Mutual at the 
will be princi- 
or 
the 
studying the or- 


ganization of the company and then 
will return to the middle west to do 
supervisory work among the middle 


western agents. 


Louis S. Cramer 


The Missouri State Life has opened 
a branch office in Cincinnati with Louis 
S. Cramer manager. For the lasi 
year and a half he has been connected 
with the Mutual Benefit Life in that 
city. He was formerly sales manager 
tor the Royal Typewriter Company, 
controlling territory from Columbus, 
Q., to Louisville. 
Miami Military 
town, O. 


as 


Institute of German- 


W. W. Walker 


Walker, 517 Independent Life 
building, Nashville, Tenn., has been ap- 
pointed state manager of the Kansas 
City Life. He was formerly connected 
with the Tennessee insurance depart- 
ment. Mr, Walker's first work after con- 
necting with the Kansas City Life was 
to take a policy in the company himself. 
Then he wrote his wife and then an in- 
timate friend 


w Ww 


Ward, Morphew & Skelton 


The Lincoln National Life selling force 
in Illinois has been greatly strengthened 


NATIONAL 


He is a graduate of | 


























ure Provision Should Not Cover 
Industrial Business 

TOPEKA, KAN., June 6.—Another 
effort is to be made in the next Kansas 
legislature to amend the Kansas 
relating to the forfeiture of life insur- 
ance policies so that it will not apply 
to industrial business. This was the 
announcement of ae rintendent Travis 
National Life & Acci- 


law 


in a letter to the } 
dent of } Nashville, which got caught 
under one of its industrial policies. The 


law requires a 30-day notice of intention 
to forfeit a life insurance contract. The 


UNDERWRITER June 8, 1922 
the Detroit Life for the last three years, | agency of = Puoss Reese ys of 
as resigned to become general agent | H. F. Clark, who will be located at River- 
—_ ee saieoes “ can : eaieee oA yn side and have charge of San Bernardine 
“0 Pin ages hae gale and Riverside counties. Mr. Clark was 
Keweenew counties. Henry M. Gillette formerly an agent of the company at San 
is his successor in the upper peninsula. Francisco. 
pees The Guardian Life of stadioen, Wis 
has established connections with the new 
Life Agency Notes Joachim-Singer Agency at Kenosha, Wis 
James O’Kane, for many years en-/| The agency has just been organized by) 
gaged in the insurance business at John G. Joachim, former mayor of Ken- 
Columbus, O., has joined the staff of E. | osha, and Francis A. Singer, a prominent 
B. Gerlach, Columbus manager of the | underwriter of that city, who. have 
Equitable Life of New York. opened offices in the Epstein building 
Manager E. R. Putnam announces the | The general agency business of Mr 
addition to the Southern California Singer will be continued. 
SEEK CHANGE IN KANSAS LAW | Several attempts have been made to 
. amend this law but all failed because 
: : : the explanations offered for its need 
2 : At 
| Superintendent Travis Thinks Forfeit- were unsatistactory and many members 


of the legislature got the idea that the 

“big, rich, powerful insurance compan- 
ies were trying to slip something over 
on the poor workingman.” It is be- 
lieved that the law could be amended 
satisfactorily if the proper explanations 
of its intentions and = need for 
amendment were made. The law costs 
the companies writing industrial insur- 
ance large sums and compels them to 
keep an extra force of employes to han- 
dle the Kansas business alone because 
of the requirement that the law is ap- 
plicable to industrial insurance. 











° . , s 
L. O. Sewell by the addition of the War, Morphew & id th —- Seg American National’s Campaigns 
; : Skelton general agency, located at Mag- courts have hele t nat the law appues nd The Houston, Tex., district of the 
Vice President Danford M. Baker,! nolia. Robert A. Ward. George A. Mor- | all forms of life insurance and in a spe- American National Life during a special 
of the Pacitic Mutual Life, announces | phew and Charles L. Skelton were for-| cial case made it applicable to indus- effort, with Ordinary Instructor E. ©. 
the appointment of Leland O. Sewell as | merly general agents for the Equitable | trial policies. : Pollard conducting the campaign, wrote 
general agent at Grand Rapids, Mich.,| °f lowa for Putnam county, Ill. They Colonel Travis in his letter said that | $700,000 in the four weeks ending with 
succeeding O. E. Munn. Mr. Sewell | #"¢ Starting their production with the | he would not be in office when the legis- | week of May 6, with an industrial in- 
was formerly with the Equitabi2 Life of | Minco™ for a volume of applications | jature convened but that in his annual | crease of $100 during the same time. 
\ York 2 : | = which promises that theirs will be one | t. iol suld cover the business The Dallas, Tex., district under the 
cw ork for a number of years, of the strongest selling combinations of | T¢POTt, which we leadership of Superintendents L. P. Snel 
grees | the Lineoln Life in Illinois. | of the depz artment up to the end of his and O. L. Thomasson, with Agent G. H 
Karl Hoffman —_—_—— term and which contemplates the a Driggers acting as ordinary instructor 
: . , | of the department, he would recommend | jn4 4 series of good weeks and finished 
Karl Hoffman, who has been with Gillett Becomes General Agent | that the law be amended so that it eit of May 22 showing $100,000 ordi- 
Barlow & Anderson in Cedar Rapids,; Harvey N. Gillett, supervisor of agents would exclude industrial policies from) pary written during that week 
la., for the past three years, has joined | in the upper peninsular of Michigan for | the forfeiture notice requirement. A two weeks’ campaign in the San 
. 2 
Home Office: Lincoln, Nebraska 
Assets . . . $20,800,000.00 
' AXTELL, NEBRASKA, March 27, 1922. ‘ 
Bankers Life Insurance Co., Matured in the 
Lincoln, Nebraska. RS 
GENTLEMEN: Your agent Mr. J. J. Boasen just handed me your check for $696.65 OLD LINE BANKE LIFE INSURANCE 
which is the full cash settlement on my Twenty Payment Life policy, No. 9877, which COMPANY 
matured today. This was a $1,000.00 policy on which I made a deposit of $26.75 yearly. ° 
Now after having the protection for the face of the policy for twenty years your check of Lincoln, Nebraska 
today gives me back all of my deposits and $161.65 in addition. I think this has been a 
very fair proposition for me. Name of insured .............. Jenny Gummerson 
In the way of indorsement of your good company will say that my husband has a paid BEDI ET EE Axtell, Nebr. 
up policy with you and within the last week our two eldest sons have each applied for i waa pore eal $1,000.00 
z —— , . , oof a rstz 2 . Sf > ’s are “ ° 
1 policy with your company, so [ think you will understand that the Gummerson’s are Total premiums paid a ee Ce Wer. 535.00 
satisfied with the Bankers Life of Nebraska. 
Wishing you continued success, I am, SETTLEMENT 
Yours truly, : G 696.65 
IENNY GUMMERSON Total cash paid Mrs. Gummerson......... $ y 
: And 20 years’ insurance for nothing. 
If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 
| 
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district shows a total of $297,- 
000 ordinary under the leadership of 
Superintendent J. A. Flack, and his able 
corps of assistants. 
Assistant J. E. Jones 


Antonio 


of the Galveston 


Tex., district has been transferred to an 
assistancy in Jackson, Miss. The Gal- 
veston staff put on a special week in 
honor of Mr. Jones and wrote $52,00u 
ordinary during the week. 

Agent J. W. Mohon of Dallas who has 
made a splendid record as agent has 
been promoted to an assistancy in Dallas 


New Columbus Office Opened 


The Equitable Life of the District of 
Columbia has opened an office in the 
Rowlands building, Columbus, O., under 


superintendency of William H. 


tne 
Winchcole. Mr Winchcole has three as- 
sistant superintendents and intends to 
add several more agents to his staff 
soon 


Prudential’s Indianapolis Contest 


Indianapolis district No. 2 of the Pru- 
dential, of which G. S. Wainwright is 


superintendent, recently finished a very 
close and interesting contest for the 
month of May, in which the winners led 
by only $1.53 when the contest closed 
All previous records were shattered with 
a net increase of over $300 for the 
month 

The district was divided with 32 
agents and 4 assistants to the side, As- 


sistants Jenkins and Craigle being 


elected captains of their respective sides 
Craigle ed for the first three weeks 
and apparently had easy sailing, when 
Jenkins overcame a $17 lead and went 
into first place for the fourth week 


However Craigle staged a come-back th 


final week and won the contest. 


LIFE 





Jenkins’ men treated the winners to 
a big chicken dinner and all that goes 
with it. 


Public Savings News 


A large delegation from one of the 
Indianapolis districts of the Public Sav- 
ings visited the detached superintend- 
ency at Martinsville on Saturday, May 


27, and held a staff meeting in that city, 


after which all were banqueted by W. E 
Finchum, the Martinsville superintend- 
ent A rousing good time was had as 
every member of this aggregation is a 
live wire insurance man. 

The Public Savings wilil hold its an- 
nual home office convention in July, with 


three days of instruction coupled with 
recreation It is estimated that approx- 
imately 175 representatives will qualify 
and participate in this event 

Quite a bit of interest is being taken 
by the agents in a unique “fishing” con- 
test now being staged by the Public 
Savings. Each morning the agent hands 
in his “catch” of the day before to his 


superintendent who in turn strings them 


on a large stringer in the front of the 
room At the close of the contest each 
superintendent will send in his “catch’ 
to the home office, where a picture of 
the “strings” will be taken and the 


determined 
Manager W. F 


winner 


At present, Ewing of 


the Richmond district is leading his 
eatch” for the week of May being 
$45 or an average of $3 industrial per 
agent for the entire district 

The Public Savings announces the fol- 
lowing changes in the field Superin- 
tendent J. H. Bibles of the Frankfort 
| staff has been promoted to manager of 
the Lafayette district The following 
agents have been promoted to superin- 
tendents B F. Cecil of Evansville 


R. H. Gorton of Indianapolis and A, Cun 


ningham of South Bend 





Policy Literature, Rate Books, et 


$3.50 and $2.00 respectively 





NEWS ABOUT LIFE POLICIES , 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Supvlementin:z the 
and “‘Little Gem,” Published Annually in May and April respectively 


“Unique Manual-Digest”’ 


PRICE, 


< 





CONTINENTAL NEW SCHEDULE | 


Delaware Company Announces Divi- 
dends Which Will Be Used This 
Year, Beginning July 1 

Che Continental Life of Delaware has 
announced its 1922 dividend schedule, 
ning July 1, as follows 
Life 


begin 


Ordinary 











5 45 

$ $ $ 
25.69 36.89 57.92 
2.87 3.70 5.24 
3.26 4.30 © ©=66.10 
3.99 5 7.56 
8.11 9.55 60.72 
7.24 9.17 11.76 

Twenty-Payment Life 

f 3 3 3 $ x 
Pren YS 27.91 30.81 5 63.32 
znd » 2.92 3.12 9 5.56 
th 23 3.43 3.70 } 6.60 
10tl 4.15 4.44 4.83 5.31 i 8.45 
Pren 29.84 1.83 34.76 38.34 48.52 66.69 
15th 114 9.58 10.15 10.79 12.18 84 

Twenty-Year Endowment 

$ $ $ 

l’rem 16.11 46.60 53.78 : 

2nd 4.70 ri 
th 5.83 6.96 
10th 7.99 4.09 
Pret .53 57.3 0.51 
15th 13.84 13.86 13.91 14.15 14.34 





Dividend 


Comparison of New and Old 
Schedule at Age 35 
Ord, Life 20-P. Life 20 Yr. End 
Jan. July Jan. July Jar July 

Year 

Issued l 

2nd 

Sth 

10th 





Ohio State Life 


The Ohio State Life is arranging to 
issue a child’s endowment policy, with 
graded benefits, for children from 2 
years of age up to 15, which will soon 
be placed in the hands of its agents. 

The company has just completed a re- 
vision of its application and medical 
examination forms and these have been 
sent out to agents and medical exam- 
iners They are more concise and more 
easily andled, 


AETNA LIFE’S NEW CONTRACT 


Gets Out “Principal and Income Bond 
Endowment at Age 65”—Chief 
Features Given 


Che Aetna Life has gotten out a new 
contract known as “Principal and In- 
come Bond Endowment at age 65.” 
his plan provides for the payment of 
a monthly income contingent upon the 
life of two persons, a designated an- 


nuitant and the insured and for the pay- 
ment of the principal amount insured on 
death of the survivor The income 

the rate of $5 for each 
$1,000 of principal. It is payable 
during the life time of the assured if 
living at the end of the endowment 
term, on anniversary of the policy near- 
attained 65, and during the 
innuitant after the death 
either within or after 
the endowment term Taking $10,000 
as a unit, to secure such an estate for 
his children a father aged 35 with wife 
aged 30 as annuitant, would be required 
to pay an annual premium of $370.90 
including disability to be reduced to 
$305.70 if the wife predeceases. If he 
dies within the endowment term of 30 
vears the wife receives $50 monthly for 
life and the principal of $10,000 falls 
to the children at her subsequent death 
lf he is living at the end of the endow 
ment term he receives $50 monthly for 
life, the income reverts to the wife after 
his death and the principal falls to the 
children at the wife’s subsequent death. 
In either case, if the wife does not sur- 
vive him the principal becomes payable 
at his death. 


the 
monthly 
made 


is at 


est to age 
life time of the 
of the assured 


Aetna Life 


The Aetna Life is revising the total 
and permanent disability clause to pro- 


vide that disability for three months 
continuously constitutes proof of dis- 
ability and the installments will begin 
at that time. 
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LIFE INSURANCE SERVICES 
AND PUBLICATIONS 


Issued by 


The National Underwriter- 
Rough Notes Companies 


The National Underwriter, exclusively 
life edition, weekly, devoted to life insur- 
news, statistics, education and sales- 


DEP ‘SORPccocencecestocseveses $3.00 


ance 
manship, 


The Insurance Salesman-Life Insurance 
Independent, monthly, combination of the 
Insurance Salesman and Life Insurance 
Independent, largest circulation of any in- 


surance yuurnal in the world, exclusively 
for life insurance solicitors Per year.$2.00 

Issues extra All-Star Convention Num- 
ber eacl year, tree to subscribers. 


The Unique Manual-Digest, combination 
of the Unique Manual and Policyholders’ 
Digest, standard authority for all compa- 
annual statements, policy contracts, 
surrender values, dividends, 


mes on 
premium rates, 


net costs, and general information. 1300 
pages. Convenient pocket size. Issued an- 
nually May 1, per copy.... 


The Little Gem Life Chart, vest pocket 


ion, covering in condensed form poli 








ies, premiums, cash values, dividends and 
net costs of 100 leading companies. Orig 
al and oldest vest pocket book Per 
BE ceccccesecoosensooeencese -.» $2.00 
The Diamond Life Bulletins, statistical 
and salesmanship sections A loose-leaf, 
cor < I service, with a 
t most complete and 
sa ‘ n et developed covering 
spe i ed 1 as to the « npanies 
eir } Ss, pre s, values, dividends, 
« 1 e statist ak section und sales 
- | s Ww cessful use by the 
gest producers, for all forms of life in- 
S ‘ ling | tion, group, 
niy I me ritance tax, etc 
W rite terms 
The Salesman’s Personal Bookkeeping 
System: Nash's Combined Register and 
Account Boo Shows when notes come 
due, amount of premium, date of applica 
records of commission, personal busi 
ness, etc In use by thousands of agents 
Price 


Loose-Leaf Application and Renewal Reg- 
ister; ten-year record of renewal premiums 


I durable, com- 


ymmissions by months; 
complete 


Register 


and « 


and 


good -fooking 





with binder, alphabetical index and sheets 
With 25 sheets, $2.45; with monthly guides, 
$3.35. 50 sheets, $3.00; with monthly guides, 
$3.90. 100 sheets, $3.85; with monthly 
guides, $4.75. Complete register sent on 
pproval. Mention number of sheets, with 


without monthly guides, in order, 


Policy wallets, compact and convenient 
file for policies and valuable papers which 
every policyholder will value. Carried in 
stock in three styles at 75c, $1.00 and $1.25 
each; lower in quantities. 


“Remembrance Advertising” in leather 


goods—note-books, wallets, bill-folds, purses, 
key-rings, desk-calendars, etc. Factory 
prices 


provides a 
rec ord 


Alko Record of Insurance, 
and 


nvenient analysis complete 
year by year of the policyholder’s insur- 
ance. Beautifully bound in genuine leather. 


Complete 20-year record for 26 life policies 
with calendar for all policies, showing just 
premium falls due. $1.00 each, 

arger size (for all lines 
.Each, $1.25; a dozen, $12.58 


when each 
$10.00 a dozen. 


t imsurance) 


The Gibbons Life Policyholders’ Schedule 


Record. A complete schedule of all life 
policies, enumerating companies, policy 
classifications, premium dates, 


numbers, 


etc., together with an accounting of each 


policy in record ledger form, providing a 
complete history from year to year, giving 
net costs, and loan values, paid-up and cash 
additions, et« 100 copies, $18.00; 25 copies, 
$4.50; 12 copies, $2.25; sample............+ We 


LIFE PROSPECT CARD AND CARD 
CABINETS 


Systematic Salesmanship Outfit, an 
prospect card system for street and 
Comprises one leather prospect 
200 prospect cards; one set each 


agent's 
othce 


card case; 


use 


of monthly, daily, alphabetical and blank 
card index guides and one oak card index 
file The most satisfactory prospect sys- 
tem on the market TURD sccoces . 00 


The Chummy Vest Pocket Life Prospects 





Record. The new idea in vest pocket rec 
ords. Simply a life insurance prospect card, 
4x4 (instead of the usual 3x5 
inches) printed on heavy ledger paper (in 
stead of sual index bristol and only half 
us thick); notched at one end (so that an 
rdinary rubber band holds it as securely 
a ring binder) with a tough paper cover; 

so § oak desk card tray complete with 
ull necessar guides, holding 600 cards; 
utfit nplete with 200 cards, delivered, 
$3.00 

STANDARD BOOKS ON 
SALESMANSHIP 

Carl Slough’s Life Insurance Salesman- 
ship and Ginger Talks, now published by 
t National Underwriter Company The 
larg t " (27,000) ever enjoyed by 
a fe insurance salesmanship book 275 
pages I $1.2 
A new book on inheritance tax insurance, 
with tables of both state and federal taxes 
ight down to date Information which 
her forms is costing from $10 to $75 
Gives sales guments, review of inher 
t ix iws and rulings 
Price $i. 


Jackson's Easy Lessons in Life Insurance. 








The summing up of a lifetime's experience 
ese rt he ubject of life insurance 
are nstructors of agents, 

|. A. Jacks ¢, concise treatment 

rot gents’ standpoint; not actuarial, not 
theoretical. A standard textbook. Price.$1.98 
Anderson's Classified Selling Points, con 
it he most effective short arguments 


nswers to objections, all classified 


ler the various objections; not one, but 

i pat answers for each objection 
10,000 already sold New and enlarged edi 
tior Price $1.00 
How to Solicit, by J. B. Duryea. One of 
the most valuable and concise books on 
up-to-date salesmanship methods by one 
f the successful general agents of the 


Pacific Coast First edition completely ex- 
d; revised and enlarged edition just 


ssued, Price — «+ Ee 


Schneider's Twenty-four Lessons in Sell- 


ing Life Insurance. Results of a whole 
lifetime ot experience writing business 
among the rank and file in a small city. 
Especially suitable for discussion in agency 


industrial and 


Adapted to both 


Price 


meetings 
ordinary agents. Price.......+.++. 
Selling the Farmer. A powerful series of 
four-page leaflets, illustrated, talking 

his own language Each 
Send 25 cents for a sample 
list. 


sevet 
to the 
one 18 a « 
price 


farmer in 
loser 


set and 


Helps—Leafiets, Pamph- 
forms to be used in the 
the life insurance ar 
as the Eames Demonstrators, 
Attention-Getter. Write for 


Printed Selling 
ets, and printed 
interview visualizing 
such 
Bircl 


list 
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coms 
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THE NATIONAL UNDERWRITER COMPANY 


CINCINNATI 


CHICAGO 


NEW YORK 
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HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 

















Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


= = 
Contract direct with the 
Company. 
=, 
Over $125,000,000 of in- 


surance in force. 








—, 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Agg rressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 





Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 


UNDERWRITER 


June 8, 


EVOLUTION OF SUBSTANDARD INSURANCE 


History and Growth of the Business and Principles Involved 
in Its Underwriting 


BY FRANKLIN B. MEAD 


Secretary and Actuary, 


IFI insurance began with the al- 
most indiscriminate admission of 
lives of all ages and after a certain 


L 


period of such experience it fell into 
the opposite extreme and all were re- 
jectea who were not up to a certain 
standard of health, one out of every 
three or four applicants, we are told, | 
being rejected because an intense selec- 
tion began to be exercised against the 
offices. It was but natural that the 
companies should finally direct their 


attention to this waste with an attempt 
to assess special rates upon some oi the 
rejected risks. The first 
attempt this was the old 
which did so in 1762 
persons suffering 
hernia. The usual 


Equitable 


from 
extra 


gout or 
pre mium 


| ardous, 
company to} 
| of classification of 
with reference to | 
with | 


| 


Was | 


11 percent or 12 percent of the regular | 


pre mium 


which provided for slightly 
less than 


25 percent extra mortality. 
First Efforts 


The which 


next company of we 
have record as insuring substandard 
lives was the Eagle Insurance Com- 
pany which began in a small way in 
1808. Ia how small a way we realize 
when it is known that from 1808 to 


1813 they accepted only eight substand- 
ard cases, all of the risks being those 
“liable to gout” and in the last-men- 
tioned year a person afflicted with 
hernia was accepted. From that time 
on more attention was given to the 
subject but until 1824 few substandard 
risks were accepted other than those 
accepted with gout and hernia. Finally 


Lincoln National Life 


been regarded in recent years by most 
oi the companies in America. 

In 1845 the England Life & 
Hazard Assurance Company was 
formed with the very interesting an- 
nouncement that “the company would 
have their separate tables for effecting 
insurance on lives in full health: for 
hazardous, double, treble, and quadruple 
hazardous; and also for effecting assur- 
ances, for certain periods, on _ lives 
which may be considered desperate.” 
The mention of the separate tables, haz- 
double, treble, and quadruple 
is reminiscent of the method 
substandard risks 
America today, 
made 


Invalid- 


hazardous, 


with some companies in 
although it does not seem to hav: 
any progress. 


London & Yorkshire Founded 


In 1858 the London & Yorkshire In- 
surance Office was founded and in 1861 
| it commenced insuring “diseased and 





doubtful” lives under what was referred 
to in their prospectus as a “new 
scheme.” In this prospectus attention 
was called to “parties rejected by other 
offices, or accepted subject to extra pre- 
mium” to examine this new scheme and 
to that of agents as “to its applicability 
where parties decline to complete pro- 
posals under the old plan.” Here we 
have the precursor of the modern sub- 
standard broker. This new plan was 
devised by Morrice A. Black, of the of- 
fice just referred to. His method was 
to equate the present value of the extra 
premiums to a single premium for insur- 





information on its development. 





Franklin B. Mead, actuary of the Lincoln National Life, presented this 
paper on “Substandard Insurance: Its Evolution and a Review of Some 
of its Principles” before the annual meeting of the American Institute of 
Actuaries in session in Chicago last week. Substandard insurance was the 
main subject under discussion at the convention and Mr. Mead’s was one 
of the two formal papers on that topic, forming the basis of the discussion. 
Mr. Mead treated of the matter from its inception and gave much valuable 








others vere accepted with “affections ot 
circulation” and “of respiration.’ 

“obesity,” “intemperate habits,” “family 
history or general want of er nay 
How limited the businesss was may be 


realized when it is known that from 
1813 to June, 1871, only 3,147 risks 
were placed upon the kooks of the 
company. 


In 1824 particular attention was di- 
rected to the subject by the establish- 
ment of the Clerical, Medical & General 


Life for the purpose of granting imsur- 
ance “policies on lives deviating so 
much from the common standard of 


health as to render them wholly inad- 
missible to any office then existing.” 
The experience of the first eleven years 
of this office gave a mortality of 
double that on healthy lives whereas 


| amount 
| death, 


over | 


the average additional premium did not | 


exceed 30 per cent, More caution pre- 
vailed during the next ten years with 
beneficial results as shown by the mor- 


with the 
accepte d 


tality experience than deduced 
result that invalid lives were 
rather more freely than before 

After the formation of the C 
Medical & General number of other 
smaller companies were formed and the 
practice of rating up or charging extra 
premiums became quite general. The 
system of rating was more or less hap- 
hazard and seems to have been based 
in a large part upon how much the local 
examiner considered the expectancy oi 
the applicant to be reduced by the un- 
favorable features or in accordance with 
the increase in the hazard as deter- 
mined by the managers of the offices. 
The attitude of some of the companies, 
however, was unfavorable to the project 
which was regarded in the same light 


lerical, 











with which substandard insurance has 


for a period after which the full 
would be payable in event of 
a sort of single premium lien in 
which we find the first beginnings of 
the lien system. 

The lien method does not seem to 
have made much progress for some 
time and the companies continued for 
the most part to use extra premiums 
which were certain percentages of the 
normal premium or the alternative plan 


ance 


of having the medical examiner esti- 
mate how much he considered the ex- 
pectation of life to be reduced by the 


unfavorable features and from this esti- 
mate assessing a rating- up in years, In 
1871 from the record of 55 companies 
it was found that two did not do any 
substandard business, concerning three 
the information was indefinite, while 32 
used the plan of rating up in years with 
valuation at the rated-up age, and 15 
used the extra-premium plan with valu- 
ation at the true age. Only three 
panies used the lien plan as a 
Mr. Black's suggestion in 1861. Among 
these his company is not included as 
it had already passed out of existence 

In 1851 the Clerical, Medical & Gen- 
eral published its experience on diseased 
lives and in 1869 was published the 
“Combined Experience on Diseased 
Lives” embracing only 11,146 lives and 
in 1873 the Eagle Insurance Company 
published its experience on diseased 
lives. In all of these experiences all 
heterogeneous types of risks were 
grouped together for the reason that 
there was not sufficient experience in 
any one type, for, as has been noted. 
the total amount of substandard busi- 
ness done was very meager. 

In a discussion before the Institute 
of Actuaries in 1874 the opinion was ex- 


com- 
result of 


1922 
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pressed that up to that time “hardly 
any of the companies had made the 
business pay” and that after 50 years 
of experience in several companies it 
seemed that -“very iittle progress had 


been made and no real information ob- 
tained as to the proper premium to be 
charged.” This was especially discour- 
aging when the fact is noted that the 
basic premiums quoted for normal risks 
were very high and profitable and that 
many risks were granted insurance at 
increased premiums upon which there 
was no real extra hazard Not only 
was little progress made as to mortality 
values of special types of risks but there 
was little advance toward a compre- 
hension of. the true principles of sub- 
insurance 


standard 
-_— 


Establishment of Lien Sasi» 


It will be recalled that it was in 1861 
that the first attempt was made to issue 
lien policies on substandard risks. It 
was not until 1891 that A. W. Sunder- 
land, in a paper read before the Insti- 
tute, demonstrated correct principles for 
arriving at the amount of deductions 
and in this paper he made the surpris- 
ing exposition that the deductions pro- 
vided by the usual company in their pol- 
icy contracts were but a fraction of what 
they should be. This resulted from the 
fact that it was the common practice 
to take the extra premium, determined 
by the difference between the rated-up 
age assessed and the premium for the 
actual age, and multiply this extra pre- 
mium by the expectation of life, the 
result giving the amount of deduction 
in case of death the first year. This 
initial deduction was reduced annually 
by the amount of the extra premium. 
It will thus be seen that after 130 years 
since the first attempt of the Equitable 
and nearly 70 years since the first at- 
tempt of other companies that compara- 
tively little progress was made in the 
development of actuarial principles of 
substandard insurance although here 
and there an occasional sound view was 
set forth and this is also true of the 
statistical information. In all this time, 
except for some statistics relating to 
climate hazard and a few casual types 
of occupational risks, no statistical in- 
formation was presented as to other 
types of impaired risks. 

In 1892 Henry Manly presented the 
first of these in connection with Con- 
sumptive Family History. Many of us 
who were accustomed to refer back to 
this for information prior to the medico- 
actuarial investigation will be surprised 
by now referring to Mr. Manly’s paper 
at the paucity of the data involved. 
There were only 863 cases in all, there 
being, for instance, only 63 where the 
father had died of consumption and 
only 71 where the mother had died of 
this disease. Naturally there was no 
classification for the important factor of 
build which is the determining one as 
to whether a favorable or unfavorable 
mortality will result 


Growth in the United States 


up to this time, 
in the 


In the United States, 
practically no attempt was mad 


substandard field aside from occupa- 
tional risks However, it should be 
noted that in Canada the Sun Life is- 
sued an occasional substandard policy 
prior to 1887, either with an extra pre- 
mium or with a rating-up in age. In 
1887 that company issued its first lien 
policy but it was not until December, 


len system as 
but it may be 


1889, that it adopted the 
a teature of its business 


properly said that they were not really 
launched in the substandard field until 
this latter year. In these “early days” 


there was very little experience to serve 


as a guide and the liens depended, 
therefore, upon the judgment of the 
medical director and actuary as to the 


nature and extent of the extra mortality 
likely to be experienced. After the in- 
troduction of the lien system the Sun 
Life did not use extra premiums or the 


rated-up method but the lien system 
was their sole method and this was 
“used in conjunction with the endow- 


inent plan to meet certain of the more 





LIFE 


impairment such as 
After the publication 
inves- 


serious classes of 
heart murmurs.” 
of the medico-actuarial mortality 


tigation the company commenced to 
use the rating-up system, particularly 
in connection with overweights, and 
since that time the rating-up method | 
has been more and more used. 
New York Life’s Work 
The development in the New York | 
Life along proper statistical lines, as | 
described by Dr. Rogers in his various | 
papers, lead to momentous  trcsults 
which almost entirely revolutionized the 
method of selection of risks These 
statistical investigations were under- 


taken for the purpose of determining the | 
acceptability for standard insurance of 
certain types of borderline cases but it 
was discovered when the resulting in 
formation was acquired that the means 
was at hand to begin writing sub- 
standard insurance “tentatively,” for 
discovery was made in these statistical 
investigations of a fundamental princi 
ple of life underwriting, namely, that 
the same principle is involved in assess- 
substandard risks their mortality 


ing 

ratings as in placing accurate valua- 
tions on borderline cases to determine 
whether these borderline cases should 
be accepted or declined for insurance 
by a company doing a ‘standard busi- 


ness only. The statistical studies in 
the New York Life were begun in 1890 
and by 1896 it found itself “in position 
to place definite valuations on a wide 
range of borderline and substandard 
cases and in July of that year the com- 
pany took up the work of insuring 
under-average lives. At first this was 
done tentatively, constantly watching 
our experience, but later with increas- 
ing confidence that our standards were 
correct and our point of view sound.” 
This company decided to adopt the 
rating-up-in-years method as a practical 
solution of granting substandard insur- 
ance, thus following _ the English 
method, the reserves and surrender 
values being based upon the rated-up 
age. 


Work of Other Companies 


The Travelers bezan writing sub- 
standard business prior to 1900 but its 
early contracts were practically all on 
the lien plan. However, in 1907, the 
company adopted the system of extra 
addi- 





premiums based on percentage 
tions to the standard mortality table. 
This may be regarded as an epochal 


move in the history of substandard in- 
surance for, considering the question 
from every viewpoint, this system is the 
most generally satisfactory of any that 
has yet been devised for dealing with 
substandard risks. On January 1, 1908, 
the Travelers published values as well 
as ratings according to this system. 
The Equitable entered the substand 
ard field about the time as the 
Travelers, employing the _ rating-up 
method Aside from the companies 
mentioned there was little substandard 
business done during the first decade 
of this century although there were a 
few attempting it in a limited way. The 


samc 





company with which the writer is con- 
nected began the writing of substand- 
ard business in a “tentative way” also 


in 1911, using the rating-up method but 
on July 1, 1914, it adopted the system 


| 
based on percentage additions to the | 
standard mortality table, being the sec- | 
ond company to adopt this system. The | 
next company to adopt this system was | 
the Equitable on July 1, 1915 
In this connection it should be noted 
that the Security Trust and Life of 


Philadelphia was organized in the early 
nineties to do a substandard business | 


exclusively, securing its business 
through brokering with the agents the 
rejected risks of other companies It 
employed at first, for the most part, the | 
lien system but soon after adopted the | 
rating-up method. When the Security 
Trust and Life was reinsured by the 
Pittsburgh Life and Trust in 1907 the 


latter company entered the substandard | 


field, using the rating-up method 

— 

(This is the first part of Mr. Mend’s | 

address. The remaincGer wil de printed | 
in next week's issue.) 
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W. L. MOODY, JR. 
President 


ADMITTED ASSETS 

Real Estate Owned. ware FF fF 
Mortgage Loans (First Lien)......4,108,612.42 
SN 6 nn ieee emennes ,000.00 

Loans Made to Policyholders (on 
this company's Policies)........ 1,198,944.47 
* Bonds...... occeces sean 
Cash in Banks anil dehAachiaebieees 1,463,977.37 
Certificates of Deposit 6,908.28 


Interest Due and Accrued...... 237.661.04 
Deferred and Uncollected Pre- 
| miums (Less Loading)...... 221,999.36 
| All Other Assets........... 493.95 
| TOTAL ASSETS .««-$11,672,936.92 


American National Insurance Company 


OF GALVESTON, TEXAS 


SHEARN MOODY, 


Vice-President 


FINANCIAL STATEMENT, DECEMBER 31, 1921 


| Ordinary and Industrial Life Insurance in Force, $157,699,773.00 
Operates in Nineteen States and the Republic of Cuba 


“ANCHOR TO THE ANICO”’ 


Ww. J. SHAW, 
Secretary 


LIABILITIES 


Net Reserve, American Ex- 


perience (3 and 344%) .«.-$9,261 807.63 


Special and Contingent Reserves 204,251.00 
Reserves for Death Losses in 

Process of Adjustment or 

Adjusted and Unpaid 105,608.25 
Reserves for Taxes......... 129,129.51 
All Other Liabilities 158,244.72 


-..» $500,000.00 
243,252.00 
:2..1,070,643.81 


Capital Stock 
Assigned Funds 
Surplus... 


1,613,895.81 
$11,672,936.92 


Surplus to Policyholders 
TOTAL LIABILITIES... 
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WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal 
commission contracts to agents and salable 
policies to the public. 
offer is unusual. Correspondence confidential. 


GARY NATIONAL LIFE INSURANCE COMPANY 
Gary, Indiana 


WILBUR WYNANT, President 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


— = 
Contract direct with the 
Company. 

anion 
Over $125,000,000 of in- 


surance in force. 
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The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Spriné¢field, Ill. 


THE NATIONAL UNDERWRITER 


June 8, 1922 


EVOLUTION OF SUBSTANDARD INSURANCE 


History and Growth of the Business and Principles Involved 
in Its Underwriting 


BY FRANKLIN B. MEAD 


Secretary and Actuary, 


IFE insurance began with the al- 
L most indiscriminate admission of 

lives of all ages and after a certain 
period of such experience it fell into 
the opposite extreme and all were re- 
jectea who were not up to a certain 
standard of health, one out of every 
three or four applicants, we are told, 
being rejected because an intense selec- 
tion began to be exercised against the 
offices. It was but natural that the 
companies should finally direct their 
attention to this waste with an attempt 
to assess special rates upon some of the 
rejected risks. The first company to 
attempt this was the old Equitable 
which did so in 1762 with reference to 
persons suffering from gout or with 
hernia. The usual extra premium was 
11 percent or 12 percent of the regular 
premium which provided for slightly 
less than 25 percent extra mortality. 


First Efforts 


The next company of which we 
have record as insuring substandard 
lives was the Eagle Insurance Com- 
pany which began in a small way in 


1808. In how small a way we realize 
when it is known that from 1808 to 
1813 they accepted only eight substand- 
ard cases, all of the risks being those 
“liable to gout” and in the last-men- 
tioned year a person afflicted with 
hernia was accepted. From that time 
on more attention was given to the 
subject but until 1824 few substandard 
risks were accepted other than those 
accepted with gout and hernia. Finally 


| of classification of 


Lincoln National Life 


been regarded in recent years by most 
oi the companies in America. 

In 1845 the England Life & Invalid- 
Hazard Assurance Company was 
formed with the very interesting an- 
nouncement that “the company would 
have their separate tables for effecting 
insurance on lives in full health: for 


| hazardous, double, treble, and quadruple 


hazardous; and also for effecting assur- 
ances, for certain periods, on _ lives 
which may be considered desperate. 


The mention of the separate tables, haz- 
ardous, double, treble, and quadruple 
hazardous, is reminiscent of the method 
substandard risks 
with some companies in America today, 
although it does not seem to have made 
any progress. 


London & Yorkshire Founded 


In 1858 the London & Yorkshire In- 


| surance Office was founded and in 1861 





it commenced insuring “diseased and 
doubtful” lives under what was referred 
to in their prospectus as a “new 
scheme.” In this prospectus attention 
was called to “parties rejected by other 
offices, or accepted subject to extra pre- 
mium” to examine this new scheme and 
to that of agents as “to its applicability 
where parties decline to complete pro- 
posals under the old plan.” Here we 
have the precursor of the modern sub- 
standard broker. This new plan was 
devised by Morrice A. Black, of the of- 
fice just referred to. His method was 
to equate the present value of the extra 
premiums to a single premium for insur- 





information on its development. 


Franklin B. Mead, actuary of the Lincoln National Life, presented this 
paper on “Substandard Insurance: Its Evolution and a Review of Some 
of its Principles” before the annual meeting of the American Institute of 
Actuaries in session in Chicago last week. Substandard insurance was the 
main subject under discussion at the convention and Mr. Mead’s was one 
of the two formal papers on that topic, forming the basis of the discussion. 
Mr. Mead treated of the matter from its inception and gave much valuable 











others were accepted with “affections of | 


circulation” and “of respiration,” 
“obesity,” “intemperate habits,” “family 
history or general want of robustness.” 
How limited the businesss was may be 


ance for a period after which the full 


|} amount would be payable in event of 
| death, a sort of single premium lien in 


realized when it is known that from 
1813 to June, 1871, only 3,147 risks | 
were placed upon the kooks of the 


company. 
In 1824 particular attention was di- 
rected to the subject by the establish- 


ment of the Clerical, Medical & General | 


Life for the purpose of granting insur- 
ance “policies on lives deviating so 
much from the common standard of 
health as to render them wholly inad- 
missible to any office then existing.” 
The experience of the first eleven years 
of this office gave a mortality of over 
double that on healthy lives whereas 


the average additional premium did not | 


exceed 30 per cent, More caution pre- 
vailed during the next ten years with 
beneficial results as shown by the mor- 
tality experience than deduced with the 
result that invalid lives were accepted 
rather more freely than before 

After the formation of the Clerical, 
Medical & General a number of other 
smaller companies were formed and the 
practice of rating up or charging extra 
premiums became 
system of rating was more or less hap- 
hazard and seems to have been based 
in a large part upon how much the local 
examiner considered the expectancy of 
the applicant to be reduced by the un- 
favorable features or in accordance with 
the increase in the hazard as deter- 
mined by the managers of the offices. 
The attitude of some of the companies, 
however, was unfavorable to the project 
which was regarded in the same light 











with which substandard insurance has 


quite general. The | 


which we find the first beginnings of 
the lien system. 

The lien method does not seem to 
have made much progress for some 
time and the companies continued for 
the most part to use extra premiums 
which were certain percentages of the 
normal premium or the alternative plan 
of having the medical examiner esti- 
mate how much he considered the ex 
pectation of life to be reduced by the 
unfavorable features and from this esti- 
mate assessing a rating-up in years. In 
1871 from the record of 55 companies 
it was found that two did not do any 
substandard business, concerning three 
the information was indefinite, while 32 
used the plan of rating up in years with 
valuation at the rated-up age, and 15 
used the extra-premium plan with valu- 
ation at the true age. Only three com- 
panies used the lien plan as a result of 
Mr. Black's suggestion in 1861 \mong 
these his company is not included as 
it had already passed out of existence 

In 1851 the Clerical, Medical & Gen- 
eral published its experience on diseased 
lives and in 1869 was published the 
“Combined Experience on Diseased 
Lives” embracing only 11,146 lives and 
in 1873 the Eagle Insurance Company 
published its experience on diseased 
lives. In all of these experiences all 
heterogeneous types of risks were 
grouped together for the reason that 
there was not sufficient experience in 
any one type, for, as has been noted, 
the total amount of substandard busi- 
ness done was very meager. 

In a discussion before the Institute 
of Actuaries in 1874 the opinion was ex- 
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pressed that up to that time “hardly | serious classes of impairment such as | c= 

any of the companies had made the|heart murmurs.” After the publication 

business pay” and that after 50 years | of the medico-actuarial mortality inves- + . 

of experience in several companies it | tigation the company commenced to erican National Insurance Com all 

seemed that “very iittle progress had | use the rating-up oo reggae | 

aie ade and no real information ob-|im connection with overweights, anc 

seit an act aes aoa eee . since that time the rating-up method OF GALVESTON, TEXAS 

charged.” This was especially discour- has been more and more used. w. L. MOODY, JR SHEARN MOODY w. J. SHAW 
J . ° ’ . , a , 

the New York Life’s Work President Vice-President Secretary 





aging when the fact is noted that 
basic premiums quoted for normal risks The development in the New York 
were very high and profitable and that} | ijfe along proper statistical lines, as 
many risks were granted insurance at] described by Dr. Rogers in his various 
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investigations of a fundamental princi 


increased premiums upon which there} papers, lead to momentous rcsults ADMITTED ASSETS LIABILITIES 
was no real extra hazard. Not only] which almost entirely revolutionized th« Real Estate Owned..............$ 896,517.61 Sled Messe: Decne tins 
was little progress made as to mortality method of selection of risks These | Mortgage —_— (First Lien) eeuad 4,108,612 = periense (7 one 3%%) 8 eoceces 00.28) 00 
aaa : .f. aed ¢ Ss ns on i Ee erm 1,000.00 Special an ontingent Reserves , J 
values ot special types of risks but there | statistical investigation were undet a ‘Policyhoiders (on ee 
was little advance toward a compre-]| taken for the purpose of determining the | | thle company's Policies)........ 1,198,944.47 evscen of Adjustment or 105,608.25 
aed . ' » inc <s af sub- tability for standard insurance of | ]| *° Bonds.............ccceecceeeees 3,536,822.42 Adjusted and Unpaid slat 608. 
hension of, the true principles of sub-| acceptab emai we Cash in Banks..........--+--. ..1,463,977.37 Reserves for Taxes........ S22 1291129.51 
standard insurance certain types of borderline cases ut it Certificates of Deposit....... 6,908.28 All Other Liabilities 158,244.72 
™ | was discovered when the resulting in Interest Due and Accrued........ 239. 661.04 Capital Stock ves» $500,000.00 
Establishment of Lien SGasis 1 ation as acquired that the means Deferred and Uncollected Pre- Assigned Funds..... 243,252.00 
. nr Aes d — “ ot Bonga miums (Less Loading) ..... 221,999.36  Surplus............« 1,070,643.81 
It will be recalled that it was in 1861] Was at anc to begin WING Ssuv- | BE Ge Cis once esescccvcss 493.95 —_—___—— 
that th first attempt wa made to issue standard insurance “tentatively, for | ccititcdinadn Surplus to Policyholders ... 1,813,895.81 
ha e St z ! as mk — 5 emnwer Ss ade i se statistic: $11.6: 
lien policies on substandard risks. It | discovery was made in these statistical TOTAL ASSETS ............ $11,672,936.92 | TOTAL LIABILITIES......$11,672,936.92 
I 


was not until 1891 that A. W. Sunder- 
land, in a paper read before the Insti- 
tute, demonstrated correct principles tor 
arriving at the amount of deductions 
and in this paper he made the surpris- 
ing exposition that the deductions pro- 
vided by the usual company in their pol- 
icy contracts were but a fraction of what 
they should be. This resulted from the 
fact that it was the common practice 


| 
| 
| 
i 
ple of life underwriting, namely, that | }} 
the same principle is involved in assess | 
ing substandard risks their mortality 
ratings as in placing accurate valua- 


Ordinary and Industrial Life Insurance in Force, $157,699,773.00 
Operates in Nineteen States and the Republic of Cuba 


tions on borderline cases to determine 
whether these borderline cases should 
be accepted or declined for insurance 
by a company doing a standard busi- 
ness only. The statistical studies in 
. ; he New York Life were begun in 1890 
to take the extra premium, determined the w Ses S Pre Deg 1s 

. hie and by 1896 it found itself “in position — —-- 
by the difference between the rated-up . Bey 
: to place definite valuations on a wide 


age assessed and the premium for the : : 
eal one teil multiply thi cat ns pre- | Tange of borderline and substandard 
actus r ~ « Ss < ” ° . 
. . cases ¢ , oO at ye e com- 
mium by the expectation of life, the oa hy J _* : ye ~ po yo bons 
vs ° y 4 1K > S y 
result giving the amount of deduction ae Me po nal I mae ‘ io Mos ile oe ~~ 
: : Th: -average ss, J s is was 
in case of death the first year. This ieee ae audios gg Al a alec 
eas : 4 nite ay, st at ng 
initial deduction was reduced annually one Gunetien tat tetee eth lnceen 5 
. ° ’ » > > e -aSs- 
by the amount of the extra premium. |]. - : : 
lt will thus be seen that after 130 vears | '"& confidence that our standards were WI ) WANT A A 
since the first attempt of the Equitable correct and our point of view sound.” 
- 7 : ‘ This company decided to adopt the 
and nearly 70 years since the first at- cette dmmann Gaeta ob m meenticel ee — 
tempt of other companies that compara- | — ee soe oe oa? 
sucky Gite auaase sone ‘wane tn the solution of granting substandard insur- 
4 ss as e ° ° » > 
— pPagiew ance, thus following the English 


development of actuarial principles of 
‘ I : ' I _ method, the reserves and surrender 
substandard insurance although here 


“ANCHOR TO THE ANICO”’ 


























in every important center in Indiana where we 





values being based upon the rated-up ro 

pony —— pre pe nag say age ~ Bl ‘a -_ decent ee are not represented. Only men of ability and 
se F S 1S alsc e « “ . . 
statistical information. In all this time, Was of Cian Companion probity will be considered. We offer liberal 
except for some statistics relating to The Travelers bezan writing sub- ai 
climate hazard and a few casual types] standard business prior to 1900 but its commiussion contracts to agents and salable 
of occupational risks, no statistical in-]| early contracts were practically all on ig : 7 
formation was presented as to other] the lien plan. However, in 1907, the policies to the public. The proposition we 
types of impaired risks. company adopted the system of extra cs . ° ° 

In 1892 Henry Manly presented the| premiums based on percentage addi- offer 18 unusual. Correspondence confidential. 


first of these in connection with Con-]tions to the standard mortality table 
sumptive Family History. Many of us| This may be regarded as an epochal 
who were accustomed to refer back to] move in the history of substandard in- 

this for information prior to the medico-| surance for, considering the question GARY NATIONAL LIFE INSURANCE COMPANY 
actuarial investigation will be surprised | from every viewpoint, this system is the Indiana 

by now referring to Mr. Manly’s paper| most generally satisfactory of any that Gary, 

at the paucity of the data involved.| has yet been devised for dealing with WILBUR WYNANT, President 
There were only 863 cases in all, there] substandard risks. On January 1, 1908, 
being, for instance, only 63 where the|the Travelers published values as well 





























father had died of consumption and]as ratings according to this system _—— 

only 71 where the mother had died of The Equitable entered the substand — : aS 
this disease. Naturally there was no|ard field about the same time as the 

classification for the important factor of | Travelers, employing the  rating-up | 

build which is the determining one as | method Aside from the companies | 


| 
; 
to whether a favorable or unfavorable ] mentioned there was little substandard | 


mortality will result business done during the first decade | 
Growth in the United States of this century although there were a | | HE COMPAN 
tew attempting it in a limited way. The 
LT 


In the United States, up to this time, ] company with which the writer is con- 
practically no attempt was made in the] nected began the writing of substand- 





substandard field aside from occupa-]ard business in a “tentative way” also 

tional risks However, it should be]in 1911, using the rating-up method but 

noted that in Canada the Sun Life is-]on July 1, 1914, it adopted the system | i gy he EE a | an 
sued an occasional substandard policy| based on percentage additions to the ALE 

prior to 1887, either with an extra pre-| standard mortality table, being the sec- | TERRE 
mium or with a rating-up in agi In | ond company to adopt this system. Thx 

1887 that company issued its first lien] next company to adopt this system was 

policy but it was not until December, | the Equitable on July 1, 1915 

1889, that it adopted the lien system as In this connection it should be noted 

a feature of its business but it may be]that the Security Trust and Life of 


properly said that they were not really Philadelphia was organized in the early 


launched in the substandard field until] nineties to do a substandard business 
this latter year. In these “early days” | exclusively, securing its business 
there was very little experience to serve | through brokering with the agents the 
as a guide and the liens depended,| rejected risks of other companies. It | GEO. KUHNS pres. DES MOINES 
therefore, upon the judgment of the | employed at first, for the most part. the ‘ 
medical director and actuary as to the] lien system but soon after adopted the 
nature and extent of the extra mortality | rating-up method. When the Security 
likely to be experienced. After the in-| Trust and Life was reinsured by the 
troduction of the lien system the Sun] Pittsburgh Life and Trust in 1907 the 
Life did not use extra premiums or the | latter company entered the substandard 
rated-up method but the lien system | field, using the rating-up method 
was their sole method and this was — 
“used in conjunction with the endow- J gO ye Ee ieRa’s | 

ress. The remainGer wilk ve printed | 
ment plan to meet certain of the more! im next week’s issue.) ——— . — 
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SUBSTANDARD BUSINESS 
AND YOUNG COMPANIES 
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Twenty-Payment 
1 .$ 1.70 $ 8.90 
0 1.90 8.70 
40 2.90 8.40 
50 5.80 8.10 
60 12.50 24.80 36.70 7.80 
Twenty-Year Endowment 

0 soca aa $ 3.00 $ 4.50 $ 7.86 
0 1.70 3.40 10 7.80 
10 2.60 5.30 7.90 7.70 
50 5.50 11.00 16.40 7.70 
GO cecevs 12.30 24.30 36.00 7.70 


Group Method Employed 

“Instead of charging an extra pre- 
mium according to the expected addi- 
tional mortality in each case, several 
companies have adopted the practice ot 
using different sets of extra premiums, 
each of which applies to groups ot 
policyholders with approximately the 
same expected mortality. Another 
method is to base the scale of pre- 
miums, reserves, and surrender values 
on multiples of the standard table— 
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150 percent, 200 percent, and 250 per- 
cent. The loading on the premiums 
may be determined by the same method 
as for standard risks. 

“When the surrender values are based 
on the higher rate of mortality ex- 
pected, the general effect is to increase 
the’ cash values, except under endow- 
ment policy, to leave the paid-up val- 
ues practically unchanged, and to de- 
crease the duration of the term ex- 
tension. When the cash values ar: 
left unchanged a common practice 
seems to be to grant the same paid-up | 
values but to eliminate the term exten- 
sion wherever a substantial extra pre- 
mium is charged, thereby making 
paid-up insurance the automatic feature 
in the policy. This is particularly de- 
sirable in the case of endowment in- 
surances issued by highly impaired 
risks. 

“The simplicity of the extra premium 
method makes a strong appeal to many 
actuaries, especially if the extra pre; 
miums do not participate in surplus, the 
surrender values are not increased, and 
the additional reserve at the end of the 
calendar year is taken as one-half the 
net or gross premiums receivable. 


Advance in Age 


method of advancing the age 
by companies issu- 


“The 
is used principally 
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ing policies with annual dividends. 
There is a_ well-defined opinion that 
this form of meeting the extra mortal- 
ity is more attractive to both the in- 
sured and the agent than the method of 
charging an extra premium, as divi- 
dends are usually paid on the basis of 
the advanced age of the insured and he 
is given the advantage of increased sur- 
render values at the rated up age. On 
the other hand, it is contended that for 
companies issuing non-participating 
policies and for young companies which 
have a heavy lapse rate, the extra pre- 
mium method is the more advantageous 
one 


Seale of Commissions 


“Before calculating the advances in 
age which should be adopted it is nec- 
essary to determine the scale of com- 
missions to be paid, whether or not, 
dividends are to be payable on the basis 
of the advanced age. The general cus- 
tem is to treat the insured at his rated- 
up age exactly the same as an insured 
granted standard insurance at the cor- 
responding true age. The advance in 
ave, therefore, provides for the addi- 
tional mortality expected, for commis- 
sions, dividends, and surrender values 
at the rated-up age. In the following 
tables examples have been given of the 
advance in age required in the case of 
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50 percent, 200 percent, and 250 per- 
cent of the American Men Select Table, 
24% percent and also in the case of a 
constant extra mortality of ten deaths 
per thousand annually: 


Advances Per Percentages 





Advance in age to provide for extra 
mortality 
‘ 7” = = Sh 
: 3 = J sas 
: = ry . Se Ff 
Mw in = = % 
< + a 

Ordinary Life 
a0 8 13 16 17 
30 hae 6 10 13 11 
40) 6 A] 12 7 
50 eal 6 4 12 5 
me wwaes 6 4 12 
Twenty-Payment Life 
Al s 14 17 1% 
au 7 11 i4 13 
40 th 4 12 s 
50 5 9 12 5 
60 > 9 12 
Twenty-Year Enduwment 

Be aesces 15 20 23 27 
ee aseeee 8 13 15 18 
aa 6 9 12 11 
50 - 5 ’ 12 6 
60 5 9 12 3 


Judgment Should Be Used 


“The advance in age method in con- 
nection with occupation should be ap- 
plied with judgment and discrimina- 
tion. For the sake of simplicity some 
companies charge the same advance in 
age for all plans and for all ages at 
cntry except at the older ages. This 
involves a knowledge of the average 
age at entry and of the popular plans 
of insurance. It may be well to men- 
tion that in probably the majority of 
hazardous occupations the average age 
is lower than in non-hazardous occupa- 
tions. With regard to the older ages 
at entry it is not advisable in many of 
the hazardous occupations to charge an 
advance in age irrespective of the ag: 
of the applicant. One of the methods of 
limiting the charge is to provide that 
the increase in premium shall not be 
arger than that applicable to age 40 at 
entry. 

“In the advance in age method it 
should be clearly kept in mind that a 
proportion of the extra premium is re- 
turned on surrender in the case of life 
and limited payment life policies if the 
surrender value at the advanced age is 
granted. 


Which to Adopt? 


“In deciding which method should be 
adopted by a company such considera- 
tions must be taken into account as the 
method of distributing dividends, if any, 
the conditions under which the company 
is doing business, the organization of th 
field force, the age and financial stand- 
ing of the company and the experience ot 
the officers. I question whether any ac- 
tuary of experience is rash enough to 
select one method and state that it is 


best under all conditions The fact is 
that each has advantages, and that each 
has disadvantages. It is a question of 


weighing these advantages and disad- 
vantages and then determining which is 
best adapted to the conditions of the 
company However much I might desire¢ 
to help individual companies, it would 
be impossible to advise them of the best 
method to adopt, but I hope that my 
presentation will enable them to select 
the method best adapted to their needs 


Question of Improved Risks 


“Before the liens, extra premiums, or 
advances in age are calculated the com 
pany should consider in a general way 
what its practice will be with regard to 
policyholders who improve as insurance 
risks. It may be necessary to provid 
an extra loading, or make a provision 
for extra mortality. if a very liberat 
course is adopted with regard to grant- 
ing better terms after the policy is is- 
sued. There are two types which present 
themselves those who have changed 
from hazardous to non-hazardous occu 
pations; those whose physical condition 
has improved, or those who, for any 
other reason than change in occupation, 
improve as risks With regard to the 
former, the general practice appears to 
be to eliminate the extra premium or 


advantage in age, provided satisfactory 
evidence of insurability is obtained by 
the company. It is a good plan, in my 
judgment, to require a probationary pe- 
riod after the insured has changed his 
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occupation, 
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The lien system is not gen- 
in connection with hazardous 


occupations 


Plan for Modification 


With regard to the second, the com- 
punies differ radically in their treatment 
from the one extreme of refusing to 
make any concessions after the policy 
has been placed, to the other of granting 
better terms at any time in the futur 
if an insurance company were to grant 
the privilege of better terms with im- 
proved conditions and if, as a result, th: 
igents made a practice of taking this 
matter up freely with the policyhold 
ers the group might have a higher 
mortality than was originally provided 
for. Such a practice would mean th: 
elimination of the better risks from the 
group, leaving a deteriorated group of 

ose whose condition had not improved 
or had become worse. While, theoretic- 
illy, the company should not grant bet- 
terms to those who improve, as less 
liberal terms cannot be given to thos 
who deteriorate practically, modifica 
tions should be made, and it is only the 


extent of these which must be considered. 





It seems advisable for a young company 
to adopt a rule which will give each 
policyholder the advantage of his im- 
proved value as an insurance risk in the 
irly policy years. It is best, however 
to avoid too liberal a rule in the begin- 
ng, as it is much easier to liberalize 
than to restrict the period in which bet- 
ter terms may be made to the policy- 
holders, 

I should like to add one word to this 
part of the discussion with regard to a 
question which naturally arises. What 
illowance should be made at the time 
of change under a policy originally is- 
sued with an advance in age? If the 
policy has been long enough in force to 
equire a cash value, an allowance is 
usually made to the insured of the dif- 
ference between the cash value at th 
rated-up age at issue and at the orig 
nal age at issue. 

Maximum Insurance Hetained 

It seems well to follow two maxims 

determining the amount to be retained 

ich substandard risk the greater 

isk the smaller should be the 
nount carried; the more severe the pos- 
ble selection against the company the 
maller should be the company's limit 
\ sehedule of the maximum amount to 
be aken on any individual risk should 
therefore be graded according to the two 
factors, age and degree of impairment, 
the more highly rated the risk the 
greater is the selection likely to be If 
were to lay down a schedule for all 

t at entry and for the various degrees 
of impairment, it would be easy to find 
fault with such a schedule While it 
might anpear satisfactory to a company 
\ h well-equipped medical and actu- 


rinl departments, the maximum amounts 





would be distinctly large for a young 
company or even for a well-established 
‘ pany without such advantages Let 
me suggest therefore that it is wise to 
make the maximum amount for sub 
standard risks not more on the average 
t one-half of the corresponding 
imount of standard risks, and that this | 
method should be so applied that on the 
slightly impaired risks three-quarters, | 
nd on seriously impaired risks one- 
quarter of the maximum on standard 
risks would be taken I am assuming 
hat the maximum for standard risks 
depends on age and is less at the very 
voung ages and at the older ages than 

other ages. 

Seale of Commission 
\ quarter of a century ago when a 
ge company commenced to issue pol 


es on the lien plan to substandard 
ves a lower commission was paid on 
: h policies than under standard pol- 
es This action may have been based 
the desire to apply the savings in 
mmission toward a mortality fluctua- 


fund, and to discourage brokerage 
business. There was also evidently the 
‘ ing that the agents would be con- 
ented to receive a lower commission on 
business which had formerly been de- 
lined. This practice was continued for 
several years until it was apparent that 
the company was able to control the 
various factors connected with under- 
uverage business. One of the considera- 
tions in deciding upon the change in 


payment of commissions under policies is- 
sued with lien, was the impression among 


the agents that in case of doubt the 
ipplicant would be given substandard 
insurance so as to save commission. 


There is no that the agents 


question 








LIFE 


will be 
greater 
standard 
mission 
standard 
fore, it 
of commission 
been issued 
in age, or 
cepting only 
porary extra 
There are 
rule, such 


connection 


make a 
on 
of 
polik ies 
there 


scale 


and will 


policies 


contented 
to place 
if the 
allowed 
In my 
is better to pay 
whether 


more 
effort 
lives 


sub- 


Same scale com- 


is as on 
judgment 
the regular 
the policy 
with lien, with an advance 
with an extra premium, ex 
policies under which a tem- 
premium charged, 
certain to this 
the to the company in 
with any refund of extra 
paid, but in many « 
of commission «¢ 
agent. While I 
the basis 
give 


on 
lives, 


has 


has been 
disadvantages 
“as loss 
premiums 

adjustment 
with the 
judgement 
hesitate 


asses 
be made 
given my 
experience I 
the younger 


considera- 


an 
an 
have 
otf 
to 


on 
to 
companies 


advice 

because there 
to older 
York 
younget! 


are 
tions applicable 
in New 


the 


companies 
which 
companies 


op- 
erating 
to 


state do not 


apply 
Records of Mortality 


There is one requisite in connection 
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with underaverage business—namely, the 
ability of the actuary to determine from 
time to time whether or not the under- 
average business is carrying itself. Such | 
business should not be done if it is a 
detriment to the policyholders under 
standard policies; but, on the other hand 
the substandard policyholders in a mu- 
tual company should not be discrimin- 
uted against in favor of the standard 
policyholders The ideal way is to s¢ 
treat the substandard policyholders that 
they will be on a par individually, as far 
as may be, with standard policyholders 

“In order that mortality investigations 
may be made “a card, handwritten or 
perforated, should be prepared for each 
underaverage case placed on the books 
of the company Our practice is to pre 
pare a typewritten card when the policy 
is issued from the home office, and thre 
months later to prepare a_ perforated 
card This avoids preparing perforated 
cards on substandard cases not placed 
but involves calling for the application 
papers from the files in order to plac 
the medical information on the perfor- 
ated cards, which is not done when the 
typewritten card is prepared We have 
found that it is better to prepare in 
terim cards, when the policies are is- 
sued, rather than to wait for a suitable 
time to writ cards containing complet: 
data after the policies have been paid 
for 

“The perforated cards should be made 
in duplicate one set being kept in nu- 
merical order and the other in mor- 
tality investigation order The latter 
may be divided into suitable groups An 


investigation should be made periodically 


to determine the relationship between the 
actual and the expected mortality. For 
several years it may be necessary to 
use this guide alone, but at a later date 
different groups should be investigated 
such as those rated up for occupation 
for habits, for heart murmurs, for al- 
buminuria et to determing whether 
these groups are being treated justl) 
In the meantime the papers in conne 
tion with death losses occurring in the 
early policy years should be carefully 
studied as errors in the future may 
thereby be avoided, 

Disability and Double Indemnity 

‘In view of the large number of com- 
panies which are granting disability and 


| 


double indemnity benefits in connection 
with life insurance policies, a brief state- 
ment seems desirable with regard to the 
limitation of these benefits to under 
average lives. 

There are certain types of applicants 
to whom disability benefits are not usu- 
lly granted, such as underweight per- 
sons at the young ages with tubercular 
family history, persons with a history 
of blood-spitting or of syphilis, and those 
with a strong family record of insanity 
It is not customary to issue disability 
benefits to applicants who have lost 
an arm, a leg, or an eye nor to those 
in occupations involving considerable | 
hazard of loss of limb from accident, or 
marked liability to tuberculosis. On the 
other hand are certain types of mod- | 
erately impaired risks to whom disability 
benefits might be issued at a proper 
rate, such as persons with certain forms | 
of heart murmur, and those with inter 
mittent albuminuria 

“With regard to double indemnity, the 
principal hazard to be guarded against 
is increased liability to accident which 
particularly comes from occupation, and 
from physical inability to take care of 
one’s self quickly in a moment of dan 
ger such as would result from the los 
of a lege or from deafness.” 
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with unexcelled dividend factors. 


Mortality 1921, 44°. 
Interest earned upon mean invested assets 6.03%. 


Assets of 


$109 to each $100 of liabilities. 


Business in force 1917, $54,193,000 
Business in force 1921, $139,868,000 


— Excellent direct general agency contracts available for 


Northern California 


Central and Southern Ohio, Utah, Oregon and 
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What the Clearing House is 
To the Bank 


Ct AAP 











THE NATIONAL 


UNDERWRITER 











Seventy-Nine Years of Service 


Our first policy was issued in 1843. 


Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 


to policyholders totaled $361,465,227 in the same period. 
Total insurance in force at the end of 1921, $2,472,651,779. 


Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. Philanthropic in- 
stitutions endowed. Income policies for the protection of homes and 
dependents. Annuities for the aged. Up-to-date Disability and Double 


Indemnity provisions. 
For terms to producing Agents address 


The Mutual Life Insurance 


Company of New York 


34 Nassau Street, New York 














A Wider Field 
_ An Increased Opportunity 


Our agents can sell policies on the annual premium plan, up to $3,000, to young 
men and young women as young as age 2—protective insurance and Educational 
and Business Start Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents considerably. We issue 


Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity provisions covering 
any kind of fatal accident, or with Double Indemnity provisions covering fatal 


travel accident only, as may be desired. 


We issue policies with waiver of Premium and Disability Annuity or Installment 


Payment features. 
We insure males and females at the same rates. 


OLD COLONY LIFE 


INSURANCE COMPANY 
CHICAGO, ILLINOIS 











SIX YEARS OF PROGRESS 


End of Year Insurance in Force Reserves Assets 
1916 $1,504,904 $9,778 $429,373 
1917 3,014,388 43,502 678,555 


775,154 
941,380 


1918 4,507,824 
1919 8,556,794 205,203 


1920 12,112,174 365,286 


ar $16,331,992 $574,921 


Surplus to Protect Policyholders - - 


Assets $2.06 for every dollar of Liability, 
and a corps of live satisfied agents. 


100,914 


The Shenandoah Life Insurance Company 


ROANOKE, VIRGINIA 


Genera and District Agency openings in Arkansas, North Carolina, 
Virginia, West Virginia and New Jersey. 


On Agency matters address—W. F. Macallister, Agency Manager. 


1,127,761 
$1,367,692 
$757,992.36 
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LiFE INSURANCE COMPA 
OF BOSTON, MASSACHUSETTS 


industrial plan at all ages. 
of the company are made secure by reserves maintained on the highest standa 


Agencies or Home Office of thie Company. 


In Business Since 1862 


LOCAL ASSOCIATIONS _ 











Philadelphia, Pa—Announcement has 
been made by the Philadelphia Associa- 
tion that in an effort to add to the pros- 
perity of this city by creating additional 
and larger life insurance estates, two 
trophies will be awarded as prizes in 
an increased business contest which 
opened June 1 and will end Dee, 31. 

rhe trophies were presented by Man- 
agers Dickey and Morgan of the Phila- 
delphia agency of the Mutual Life of 
New York for members. (1) paying for 
the greatest volume of life insurance 
on the annual premium basis (exclusive 
of term) during the six months, and (2) 


having the greatest number of deliv- | 


ered policies placed on separate lives, on 


the annual premium basis (exclusive of | 


term) during the six months, the mini- 
mum amount of each being $1,000. 


It is pointed out that the winners will | 
be ranked as the most skilled and suc- | 
cessful life underwriters in the city. All | 


members of the association are eligible. 


Standing of competitors will be an-| 


nounced at all meetings of the associa- 
tion until January, when the prizes will 
be awarded by President Joseph C. 
Staples. 
* * ok 

Lincoln, Neb—With its meeting June 
10 the Lincoln Association will adjourn 
tor the summer months. For that rea- 
son it will be ladies’ night and dinner 
will be served for several hundred at the 


chamber of commerce. Everything of 
a serious nature will be banned on that 
occasion. Adrian M. Newens, a Lincoln 


business man, who was formerly a star 
on the chautauqua circuit, will be the 
principal entertainer of the evening. The 
male quartet made up of insurance men 
will sing and, after the dinner and pro- 
gram is over, the floor will be cleared 
for dancing. The underwriters feel that 


the past year has been the most suc- | 
cessful in the history of the association. | 


It now has 106 members, during the year 


it conducted a sales congress that was | 
productive of splendid results and staged | 


several fine programs, including prac- 
tical talks on underwriting from leaders 
in the profession, 
» * * 
Davenport, Ia—The annual meeting 


will be held Saturday evening. Jules | 


Girardin of Chicago, general agent of 
the Phenix Mutual, will be the principal 


speaker. Two or three local men wili | 
be on the program with short addresses. | 


*x* * * 
Chicago, Ill.—The final meeting of the 
season will be held by the Chicago asso- 


ciation on June 14, in the Red Room of | 


the Hotel LaSalle, F. W. Heron, Pacific 
Coast supervisor of agents for the Fidel- 
ity Mutual Life, being the principal 
speaker. Mr. Heron will discuss a topic 
that is of general interest, taking up in- 
come insurance in its several applica- 
tions. As this is the last meeting until 
September, the usual attendance is ex- 
pected in spite of the arrival of summer 


weather, Darby A. Day, president of the | 


association, planning for another ‘500 or 
better” day. 

s 2 

Omaha, Neb.—At the meeting of the 


* 


Omaha Associati as reek : ~|: . : “te - 
maha Association last week the fol-| i; 4 trifle slow in the rural districts. 


lowing nominations were made for of- 
ficers for the coming year: President, 
F. N. Croxson, Equitable Life of New 


York; vice-president, C.-T. Platt, Mutual 


Benefit; secretary, R. Ww. Gentzler, 
Prairie Life of Omaha; treasurer, C. A 
Eyre, Provident Life & Trust; national 
committeeman, H, Q. Wilhelm, North- 
western National. Nominations are open 
until the next meeting, which will be 
held the last Saturday in June and at 
which time the officers will be selected 
. = @ 

Pittsburgh, Pa.—The nominating com- 
mittee was chosen at a meeting of the 
executive committee of the Pittsburgh 
Association to name candidates for of- 
fices to be balloted for at the annual 
meeting of June 16, consists of William 
M. Wood, William M. Furey, Frank Pier- 
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| WRITES HALF MILLION POLICY 


Peoples Life of Chicago Covers Harri- 
son Parker, Cooperative Society 
Head, for That Amount 


\ policy for $500,000 has been writ- 
ten by the People’s Life of Chicago, III., 
on the life of Harrison Parker of Chi 
cago, formerly president and publishet 
of the Chicago “Evening American” 
and business manager of the Chicago 
“Tribune,” and now president of the 
trustees of the Cooperative Society of 
America, which organization is the ma- 





HARRISON PARKER 


jority stockholder of the Peoples Life. 
The policy was written through the 
home office of the company and the en- 
tire negotiations consumed only seven 
days. The amount was reinsured be- 
yond the limit carried by the company, 
ten companies carrying the risk, four 
taking $400,000 of the total. 

The Peoples Life found that despit« 
the tremendous strain under which Mr. 
Parker has been working for the past 
vear and the strenuous series of exami- 
nations through which he has been led, 
he was in perfect condition in every 
respect, passing the medical examina- 
tion without a flaw. Mr. Parker is 
paying the premium on _ this policy, 
which is temporarily to cover a private 
transaction, the beneficiary now being 
the H. M. Byllesby Company, though 
when this is completed his heirs will 
become beneficiaries. 


Rural Business Slower 


“We find that the insurance business 


said John M. Sarver, president of the 
Ohio State, in discussing conditions im 
the insurance world. “The cities are a 
little better but all in all business is not 
much better, if any, than it was last 
year. However, we look forward to 
prosperous times.” 


son, president of the association, and 
Frank A. Wesley. 

The committee also discussed plans 
for a picnic for employes of all insur- 
ance companies in Pittsburgh. James 
Campbell of the Northwestern Mutual 
was chosen chairman of a committee to 
outline arrangements for the affair and 
report at the general agents’ meeting 
June 13 
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Insures all classes of selected lives, issuing policies on the ordinary, intermediate and 
It also insures against total and permanent er Policies 

» with ad- 
ditional contingent reeerves providing protection against all emergencies. Information and 
Advice on any matter oper | to Life Insurance is Available at any time through the 





qualifications in full. 
Underwriter. 











AGENCY SUPERVISOR 
HIGH-CLASS MAN wanted for good company connection to 


travel Indiana, Ohio and Kentucky on salary and expenses. State 


Address B-10, care The National 
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COMPANY’S EXPERIENCE 


DOUBLE INDEMNITY RESULTS 





Review of 13 Years Given in Tabular 
Form by R. M. Webb at Chicago 
Convention 





\n actual experience of the double 
indemnity feature of the life insurance 
policy, based on a company’s writing 
of it from 1909 to 1921, was given by 
R. Montague Webb of the Kansas City 
Life, in a paper read before the annual 
convention of the American Institute of 
(Actuaries in Chicago last week. Mr. 
Webb reviewed the actual experience of 
the company since 1909, although it was 
not until 1914 that the volume had at- 
tained $20,000,000. It does, however, 
give the trend of this business over 13 
vears in this company. Based upon an 
old census report and a booklet pub- 
lished by Travelers, Mr. Webb built an 
expectancy table about 13 years ago. 
Che close following of the actual expe- 
rience to the expected is shown by a 
table giving the yearly results from 
1916 to 1921, with exposed risks, claims 
and expected claims, and percentage, as 
follows: 
Yearly Results 





Actual Ex ete Per 
Yea Claim Claim Cent 
Lt $14,500 ¥ 69S 8.8 
17 000 n18 ’ 
1918 9.500 ‘ 4 
191 600 7 10 4 
ace 7,43 6F 00 19.1 3 
1 70,171,000 74,000 71.629 10 1 


Detailed Results by Age 
The detailed results by age for each 
year of the same period were compiled 
by Mr. Webb, the tables for ages 16 
and 21 being as follows: 


Expected Claims, From Death Due to Accident, 
By Years and Attained Age 


Expected Claims for the Year 





1916 1921 

% Ex- 
< pected 
) $ 17 
10 

1,91 

Z4 0 
LL ou 
1.080 459 
1.067 656 
O62 619 
1.056 7s 
1.047 S70 
1.040 784 
4 1.032 626 
1.024 843 
1.016 776 
007 -47 
197 159 

WT 2.39 
1" 978 247 
; au 437 
4 161 1.877 
‘ ad 1,937 
14 47 1,794 
15 g42 1,706 
‘' 937 1,516 
i7 hI 1.354 
4s 42 1.251 
1% v24 1.235 
bed 1.027 

v4 904 
we a1) 
+4 643 

56 554 

965 61 

sO 157 
1.000 :19 
1.019 113 
1.0%7 -i3 
1.054 68 
671 212 
1.091 152 
1.11¢ 125 
1.146 } 113 
1s1 98,000 116 251,000 296 


$28. 885,000 $29,698 $70,171,000 $71,4 

Ratio of Deaths to Exposures 
This experience has been given in 
imounts and not by lives or policies, on 
iccount of the small number of deaths 
nd the irregular incidence by age 
However, it was possible for Mr. Webb 





Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
hring applications to them. One 
inch, one column wide, one time $3.75 
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to give the figures by policies for the 
ratio of deaths to exposures at all ages 
year by year, which he did as follows 


Ratio of Deaths To Exposed By Policies 





Ratio 
Number of D 
Number of Deathsto Per 
Year Exposed Deaths Exposed 1,000 
190g ’ 1 { 
1910 0 ) ) 
1911 4 i 0 
191 0 0 0 
191 10,19 ; $8 
1914 12,87 1 o1 
141 16,33 14 S6 
1916 17,671 1] ¢ 
1917 0,60 1 7 
1918 3.960 71 
1919 »,92 74 
1920 6.4 q 0 
1% O74 4 ” ’ 
rotal /18,3¢ 1¢ ’ 
rot'ls for th 
years 191 
1921) incl. .165,659 iZny 00 77% 


Merger Boosts Iowa Company 


The reinsurance by the State Life of 
Des Moines of the business of the Oc- 
cidental Mutual Benefit Association of 
Salina, Kan., gives the Iowa company 
total business in force of over $28,- 
000,000, according to William Koch, vice 
president. It now has 14,000 policy- 
holders. The Occidental had 3,923 


policyholders in Kansas, with total busi- | 


ness in force of $4,460,000. This is ap 
proximately the same amount taken 
over by the State when it reinsured the 
life business of the Union Life & Acci- 
dent of Lincoln, Neb., recently Half 
dozen employes of the Kansas con- 
cern will be added to the office staff of 
the State The lowa and Kansas de 
partments have approved the merger 
\ll of the Occidental business was re- 
insured on a legal reserve basis 

\lthough the State Life is only three 
years old, it is a husky youngster and 
growing rapidly In May, the com 
pany’s own agency organization wrot¢ 
$765,000 in new business, setting a new 
record. The Occidental has _ been 
operating in Kansas for 20 years 

Limits Mississippi Activities 

Che Penn Mutual Life will limit its 
activities in Mississippi, according to 
reports received from that state Che 
company hereafter will issue only $25,- 
000 on one life, including its present 
retention on any life, will accept only a 
limited amount of term insurance, and 
has withdrawn altogether from a num- 
ber of counties in the delta section of 
Mississipp1 The company is repre 
sented in northern Mississippi by Bol 
ling Sibley, general agent at Memphis, 
and in the central and southern section 
by Bufkin & McLean, general agents at 
Jackson. 

There has been considerable discus- 
sion of the withdrawal of the Penn Mu- 
tual entirely, the question having first 
come up in 1921 Malcolm Adam, as- 
sistant supervisor of applications and 
death claims, recently made a visit to 
Mississippi, representing the home of- 
hee 


Shows Record Increase 


According to Agency Manager 
Arthur J. Hill, the Southern California 
department of the State Life of Indiana 
shows an increase of 340 percent in 
volume of business produced the first 
four months of 1922, as compared with 
the same period last year 


“Miracle” of Life Insurance 





ie a recent laudatory article written by the editor of a 
magazine for salesmen, “How to Sell—and What,” The 
Columbus Mutual Life Insurance company of Columbus, 
Ohio, was declared to be the “Miracle” of Life Insurance 
because of its success in reducing cost of insurance and 
building up its surplus and because of what it has done for 
agents—enlarging their opportunities and increasing their 
rewards. Other companies in time, the editor predicted, 
will be obliged to adopt the methods inaugurated by 
President C. W. Brandon. “The accomplishments of Mr. 
Brandon are the marvel of insurance men,” he wrote. 
“They never thought it could be done. Now they are lay- 
ing their tributes at Mr. Brandon’s feet.” 


So great has been the demand for this magazine article 
that it has been republished in pamphlet form, The first 
edition of the pamphlet was quickly exhausted and a 
second issue has been published. A copy will be sent 
free to any one writing his name and address in the margin 
of this notice and forwarding to the Home Office. 


The Columbus Mutual continues to astonish. In 1921 
it issued practically the same volume of new business as 
in 1920, the “wonder year.” It showed a gain of 25% in 
total volume, a gain of 33% in assets and a gain of 45% 
in surplus. Policy dividends were 50% greater than 
total death losses. The company is constantly enlarging 
its agency force. New agents added in 1921 wrote one- 
third of that year’s total production. 








HE MIDLAND MUTUAL LIFE INSURANCE 

Company of Columbus, Ohio, an established, con- 

servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 

General Agencies will be established at places were 
territories can be arranged. 

Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 

Address Home Office. 








ECRET OF OUR We have a contract for you under which your 


UCCESS IS income will be limited only by your activities. 
ERVICE 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, midiithy 


Cash Capital, $200,000.00 V. D. CLIFF, President 


One 














The Masonic Mutual Life Association 


This Did Not Happen by Chance 


New Insurance Issued in 1921 ......... 0000. $ 42,448,000.00 
Gain in Insurance in Force. ..........ss«sse0. 30,124,750.00 
Insurance in Force Dec. 31, 1921. ........«++. 101,222,295.00 
Assets scee ee WITTITITITITITT TTT TTT TT 4,613,494.57 
BmsseNes tp RGSS cc cccccccccccccccceceocceece 1,518,954.00 
Increase in Reserve ........ccccccccsccccecece 1,282,156.00 
Increase in Surplus. ...........0sssseecceeee . 225,575.00 
Unexcelled Life [neurance Protection — Lowest Net Cost 


Absolute Security — Perfect Service — Square Dealing 
A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 








EDMUND P. MELSON, President 





Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
to female risks between the ages of 15 and 60. 

The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 
J. DE WITT MILLS, Secretary 
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Founded 1865 


THE PROVIDENT LIFE AND TRUST 
COMPANY OF PHILADELPHIA 


Penna. 


Provident Endowments protect against the Economic 
Loss caused by the Termination of an insured’s Produc- 
ing Power through Death or Old Age. The new Dis- 
ability Clause adds protection when the Producing 
Power is terminated prematurely through Total and 
Permanent Disability. 

Endowments in the Provident mature on the average 
approximately at 65. Between 25 and 65 the expectation 
is that one person will be totally and permanently dis- 
abled for every six persons who will die. 

When the Disability is Total, 90 days’ continuance 
establishes presumption of permanence. Without af- 
fecting other policy benefits, premiums are Waived anda 
Disability Income commences which (the Disability re- 
maining permanent) continues for life and does not cease 
when the Endowment Matures. 


Fourth and Chestnut Streets 
Philadelphia, Pa. 




















TO LIFE COMPANIES 


The National Underwriter Company has unusual facilities 
for getting out company rate-books, dividend booklets, 
etc., for companies requiring the finest work, quality of 
paper, etc. Our publication of the Little Gem Life Chart, 
Unique Manual Digest, etc., gives us the necessary ex- 
perience in handling difficult and compact set-ups of the 
pages and proper binding either in real leather or fabri- 
koid. The ordinary printer will have difficulty in han- 
dling this class of work and without experience will not 
turn out a high grade job. 


Our prices have proved in competition to be the lowest, 
due to the experience and facility gained by our printers 
in handling the Digest and Little Gem. 


If you contemplate getting out a new rate-book in the 
near future, write us. 


THE NATIONAL UNDERWRITER COMPANY 
420 East Fourth Street 


Cincinnati - - Ohio 
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SUBSTANDARD IS BIG 
TOPIC OF ACTUARIES 


(CONTINUED FROM PAGE 2) 

Company” indicated, Mr. Hunter gave 
the matter from the viewpoint of the 
younger and smaller company, present- 
ing no definite suggestion, but rather 
suggesting that each company study its 
own conditions and apply the proper 
for the same method brings 
equal results in no two companies. Mr. 
Hunter’s paper was a valuable addition 
to the library of the younger companies, 
and given from the study of a large 
office was especially representative. 

Mead Reviews Evolution 


Franklin B. Mead of the Lincoln Na- 
tional Life then gave his paper on “Sub- 
standard Insurance: Its Evolution and a 
Review of Some of Its Principles.” In 
this paper a complete history of the 
writing of the business was given. This 
alone was a sign of deep study on the 
question and the following part on the 
principles was further evidence of this, 
Mr. Mead giving an additional volume 
of material on the various methods of 
applying the underwriting practices, 
also pointing his remarks mainly to the 
younger company. These two papers 
precipitated one of the most interesting 
and most generally entered discussions 
ever enjoyed by the Institute and the 
views and experience of many of the 
offices writing the business were brought 
forth. The discussion opened in the 
early part of the morning and con- 
tinued until the business meeting in the 
latter part of the afternoon, which closed 
the convention of the Institute. 

The officers elected in addition to Mr. 
Cathles were: James Fairlie, Mutual 
Lifé of Illinois, vice-president: G. B. 
Pattison, Peoria Life, secretary; B. J, 
Stookey, Illinois. Life, treasurer. The 
following members were elected to the 
board of governors: . G. Hunter, 
Equitable of Iowa; J. G. Parker, Im- 
perial Life of Toronto, and D. F. Camp- 
bell, of Armour Institute in Chicago. 


Cerf Agency Making Record 


Indicative of the constant improve- 
ment in business conditions, the L. A. 
Cerf agency of the Mutual Benefit in 
New York City, reports May, 1922, a 
the largest month in its history in sub- 
mitted business. Applications totalling 
$4,215,262 were submitted, representing 
a gain of approximately $150,000 over 
the best previous month, which was in 
January, 1920, at the height of the life 


insurance boom. This also represents 
a gain of $1,481,582 over May of last 
year. 

Last year the agency paid for over 
$24,000,000, which was a little behind 
1920 but considerably ahead of any year 
previous to 1920. For the first five 


months of 1922, the total paid-for busi- 
ness ran $2,000,000 ahead of the first five 
months of last year, indicating in the 
judgment of Mr. Cerf a very noticeable 
improvement in general business condi- 
tions, if life insurance can be viewed as 
a barometer. 

The business this year has been con- 
siderably swelled by a number of large 
policies, but the agency is running far 
ahead in the number of applications, 


Oo. C. Durand, general agent at Los 
Angeles of the Kansas City Life, is ab- 
sent on a short trip to the home office of 
his company. 








Indiana National Life Insurance Company 


INDIANAPOLIS, INDIANA 


Splendid territory open in Indiana, Michigan and Illinois, for District and 
General Agents, who are capable of handling men. 


Best Commissions and Renewals. 
you or your estate. 
Cc. D. RENICK, President 


Renewals onced earned will be paid 
If interested in building for yourself, write 


ERNEST E. WEBSTER, General Agency Manager 
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ANALYSIS OF TWISTING 
BY OHIO OFFICIAL 


(CONTINUED FROM PAGE 1) 


and enforce the insurance laws und: 
the provisions of that section was to 
revoke the license of the offending com- 
pany as the superintendent did. The law 
gives him continuing powers of super 
vision and requires him to see that ths 
laws are enforced.” 


Sends Out a Scout 

It appears that M. usually sends som: 
person in his employ to arrange an a} 
pointment with the prospect. When hx 
gives advice to such client it is with the 
express or implied understanding that h: 
extraordinary knowledge of 
the subject of life insurance and is abl: 
to explain the workings and advantages 
of its various forms. His work is of 
course done with a view of receiving 
compensation from some source or 
other, sometimes from the policyholder 

His relation to those whom he advises 
is, in my opinion, of a highly confident: 
nature; as much so as that of an atto 
ney who is called upon to prepare a wil 
In fact the relationships are very similar 


possesses 


an- 


except that here M. advises the client 
what to do instead of doing what he is 
directed to do in a proper and legal! 
manner. A life insurance contract is 
more involved than the ordinary wil 
Its provisions and options are more dif- 
ficult for the ordinary man to unde: 
stand. The consequences of selection 


are realized usually in the old age of th: 
insured or even after his death. 

As I understand it, the expert advises 
in most cases a change in the insured's 
policy, and sometimes his compensatio: 
depends upon such change being made. 
It is my opinion that such an expert is 
bound to disclose to the insured each and 
every fact which could fairly be said t: 
influence him toward the retention of 
the insurance which he has, or the sug 
gested change It would not be sufficient 
for the expert simply to point out the 
benefits which the policyholder may r¢ 
ceive by the change; attention should 
be called also to the disadvantages, o 
waiver of rights or privileges resulting 
therefrom which might fairly be held to 
sufficient to influence the insured 
It is urged by one side that unles 
there is a violation of Section 9408, M's 
license must issue. That section is as 
follows: 

“No life insurance company doing 
business in this state, and no officer, di- 
rector or agent thereof, shall issue or 
circulate or cause or permit to be issued 
or circulated any estimate, illustration 
circular or statement of any sort mis- 
Jepresenting the terms of the policies or 
policy issued by it or the benefits or ad- 
vantages promised thereby, or the divi 
dends, or shares of surplus to be re- 
ceived thereon, or use any name or 
of any policy or class of policies mis- 
representing the true nature thereof, nor 
shall any such corporation, or any of- 
ficer, agent, solicitor or representativ 
thereof, or any other person or persons 
make any misrepresentations to any per- 
son insured in any life insurance com 
pany for the purpose of inducing o: 
tending to induce such person to laps¢ 
forfeit or surrender his said insurance.” 


be 


Misrepresentation Is Charged 
It is urged that whatever the ethics of 


the insurance business may be said to 
demand, there is no violation of the law 
or no basis for the refusal of a licens: 
unless it is shown that M. is guilty of 


misrepresentation, Misrepresentation is 


defined in Clark on Contracts, Sectioi 
135, as 

“An innocent misstatement or a non 
disclosure of facts.” 

Misrepresentation under certain cir 
cumstances may consist as well in con- 
cealment of what is true as in the as- 
sumption of what is false (Kerr on 
Fraud and Mistake, page 98.) 


The concealment must be of a materia! 
fact and there must be a duty to mak: 
the disclosure. When such elements ex- 
ist the failure to speak coupled with th» 
request to act on what has been stated 
is misrepresentation. 

Clark on Contracts 3rd Ed., page 272 
Under such circumstances non-disclosur: 
is constructive fraud. Page on Con- 
tracts, Sec. 407. Elliot on Contracts, Se: 
92 
23. 

Is there any proof that M 
his methods make such full 


does not in 
disclosurs 


of facts as is necessary under the above 
rules? 
There is 
sides 
which 
jectionable, which 
given 


testimony offered by both 
regarding several transactions 
the complainants urged were ob- 
statements M. denied 
chiefly to a 


Attention was ease 


a 
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in which one B. had been advised to sur- 


render certain ordinary life policies in 
participating companies, pay off loans 
thereon, purchase new insurance for 
approximately the same amount in a 


non-participating company and invest 
the cash remaining. In January, 1922, M. 
gave B. the following estimate or illus- 
tration, the names of the companies 
being omitted. 

Personal 
Plan 


Co Amount 


= x $10,000.00 
20,000.00 


$30,000.00 


Div 


Interest charged 


loans 
‘ $2,000@68 
3,660 @5 


Summary 
Present Condition 
Worth of Protection—Annual ne 
No cash 
Improved 
Modern Protection 
1,438 C 


S243 10 


Condition 


25,000 Annual net 


ash 


$26,438 
24,346 
$ 2.098 estate 


Increase to your 


conceded that the fig- 
dividend appearing under 
should have been 
would, of coursé¢ 


It seems to be 
ures for the 
“Present Premiums” 
$185.40, which change 
be in favor of M’s plan 


Were All the Facts Given? 


Did this statement disclose all the 
facts which B. was entitled to 
reaching his conclusion? Under 
ent Condition” appears the language, 
“$24,240.00 worth of protection—Annual 
ret cost $1,016.49. No Cash.” As ex- 
plained, $1,056.70 should have been used 
instead of $1,014.49 

What is the inference to be drawn 
from the use of the term “Annual Net 
Cost’? Would not the ordinary person 
understand that figure would remain 
constant? Insurance was taken by B. at 
age 29, his age at the time of the pro- 
posed surrender was 53, and his expect- 
then was 18 years The net 
existing policies is arrived at by 
the dividends available in October, 
but the dividends of the X. com- 
pany were lower and consequently the 
net of the insurance therein higher 
than inany year since 1915. The epidemic 


“Pres- 


ancy cost 
of the 
using 
1921, 


cost 


of influenza seems to have been respon- 
sible for the low dividends of 1921 As 
a matter of fact, the net cost of policy 


X in 1920 was $22 less than in 1921, $20 
less in 1919, $17 less in 1918, $15 less in 
1917 and $10 less in 1916 It is a 
tical certainty, shown by the 
perience of life companies, that the de- 
ductions on both these policies would 
have increased continually and that each 
year the cost of protection would have 
been considerably lower. 


Old Policies Were Cheaper 

extensive 
available 
former experi- 
and I have come 


somewhat cal- 
from figures 
estimates based on the 
of these companies 

conclusion that B. could have 
ried his eld policies and paid interest 
on his loan during the period of his ex- 
pectancy for at least a $1,000 than 
he ecoula have carried his new policies 
allowing a vearly credit on premiums of 
the latter, equal to 7‘ of $1,428, the 
eash equity. 

I am also of the 
have carried the additional 
of $660 during the period of the 
aney along with his old policies for 


I have made 


culations 


ence 


to the car- 


less 


that he could 


protection 
expect- 


opinion 


a less 





REAL OPPORTUNITY 


For a producer and organizer with 
a small but substantial legal re- 
serve company in Northwest—as 
General Agent—on old time com- 
mission or commission and salary 
contract. Must have good record 
as to production and character. 
If interested, write, giving references. 


Address B-5 
Care The National Underwriter 











| Suming that it 


| looking 


{ 


know in| 


prac- | 
general ex- | 


would be a liability on B's, whether he 
| surrendered his policy or not. If the in- 
terest accrued amounted to $120, that 
sum should be deducted from the $1,428 
cash remaining Again the interest on 
the latter sum, $99.96 as calculated, 
would not be available for a year after 
the surrender and consequently could 
not be applied to the reduction of the 
first premium on the new insurance 
Interest Rate of 7°; Assumed 
The computation includes an interest 
|} rate of 7 percent on the cash equity in 
| the old policies. Now while it may be 
|} said that B. could determine for himself 
the interest which he could realize on 
available cash, I do not believe that that 
rate should have been included in the 
statement The cash would be subject | 


and | 


| 


| 


LIFE 


sum than the new policy would cost, in- 
terest treated both ways as above. As- 
was B's primary purpose 
protection, I do not believe 
substantial benefit would be 
realized by the change advised, not over- 
the cash equity. The basis for 
this assumption is, of course, the ex- 
pectancy of 18 years, which it seems fair 
to consider. 


to obtain 
that any 


nsurance 
Premium Premium Cash 
Present Future Reserve 

$ 310,90 (Jan. 10) $2,488.00 
Ge cccees 4,600.00 

$ $1,109.00 $7,088.00 





99.96 5,660.00 Loans 


$ 713.49 $1,009.04 $1,428.00 Cash 
303.00 7° Int 
$1,016.49 - $ 99.98 
Interest 
$120.00 Rate age 53 
183.00 $44.36 


$2303.00 


INSURANCE 








cost $1,016.49 

ost $1,009.04 
Inaccuracies Pointed Out 

The premium and reserve amounts on 
both policies, as contained in the state- 
ment, seem to be correct. M. has subse- 
quently to the hearing advised me that 
the cash value of the “Y” poltey should 
have been $5,075 That policy, however 
became effective in October, 1907, and at 
the end of the fourteenth year, in Octo 
ber, 1921, had a value of $4,600 If the 
reserve be taken as of October, 1922, it | 
would be fair to consider the net cost 
as of that date, which would be $16 
less than the amount used in the state- 
ment 

There are some other inaccuracies, for 
instance, the interest on the “X” policy. 
$129, was not payable in advance and so 


to taxation unless invested in some non 


taxable security. It is very hard to see 
jhow such security yielding 7 percent 
could be purchased at par Human ex- 
perience demonstrates that it would be 
practically impossible to keep this 
amount invested on a satisfactory secur- 
itv so as to net more than percent 
The highest rate permissible, on the 
valuation of life policies, is 4 percent 
G. C. Sections 636, 9362 This is a kind 
of legislative declaration as to a figure 


of safety. 





| 


As I have said, the main criticism of 
the statement lies in the summary 
where the impression is given by the uss 
of the terms “annual net cost,” that the 

| premium of the old policies would re- 
main constant Certainly there is noth- 
ing to direct the attention of the insured 
to the practical certainty that it would 
decrease. It may be said that no one 
can tell whether or not dividends can be 
paid in future That may be literally 
true. but X and Y were large and well- 
established companies and any person 
who possessed an expert knowledge of | 
insurance would know that there would 
be some decrease in net cost in the 
amount of these premiums This was a 
material fact and should have been 


' communicated to 


| are of benefit to the 


the prospect 


Against Sound Policy 


Transactions such as these, unless thev 
insured, are against 
disturbing of insur- 


policy. The 
with great disfavor 


looked upon 


sound 
ance is 
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MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,600, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 

FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 











The Last Word In Service 


ie 
Through its free Health Service, The Guardian protects the 
policyholder’s health as well as his life. For five years this Company 
has offered to its policyholders the well-known service of The Life 
Extension Institute without charge. That it has been of incalculable 
benefit to the Company’s clients is proved by this analysis of last 
year’s experience: 
67% of policyholders examined revealed moderate physical defects 
or impairments. 
25% showed advanced physical?defects or impairments 
6% were seriously impaired. 
Through these examinations it was possible to make the 
“stitch in time,” thus preserving health and prolonging life. 
If you want to know the whole story of what this Company is 
doing for its policyholders and agents, address: 


T. LOUIS HANSEN, Vice-Pres., or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 


OF AMERICA 
Established 1860 under the Laws of the State of New York 


Home Office: 50 Union Square, New York 











SAFE AS A GOVERNMENT BOND’ 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


s]aecae LATEST POLICIES AND AGENCY CONTRACT Sail 87-tng; 
Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 











‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 











INDIANAPOLIS LIFE INSURANCE COMPANY 


OPERATING IN 
Indiana, Illinois, Michigan, Texas, Florida and Minnesota 
NOTED FOR 
Large Annual Dividends, Modern Policies, Clean Record 
FRANK P. MANLY, President 
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The Close of the Day’s Work 


HEN you begin to figure up yourearn- All this and more we constantly strive to 
ings and recall the several reasons for give our agents. This coupled with good 
failures during the past year, you then more policy contracts and liberal commissions, is 
than any other time keenly realize the im- an incentive which should interest any am- 
| portance of a helpful constructive home _bitious agent who wishes to make the most 
office service that trains you to overcome of his salesmanship efforts. 
such failures. 





One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and We would like to hear from several 
a direct co-operative spirit generously given. good men for important field positions 


Inter-Southern Life Insurance Compan 
JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 











MAINTAINING THE RECORD IN MICHIGAN 


During the first four months of 1922, the Detroit Life Insurance Company's agents wrote $4,911,000 of new 
business. Last year the agents of this Company established a record of better than a Million a Month in 
Michigan. The Detroit Life is beating that record this year. 

This new record is evidence of further progressive co-operative efforts. The Detroit Life has agents and of- 
fices in most towns and cities in Michigan, yet there are a few openings for high class representatives in some 
Michigan communities. 

Any life insurance man or woman anxious to make new affiliations, will do well to communicate with us. 


HOME OFFICE DOWN-TOWN OFFICE 
Corner Woodward and Forest Avenues 1005 Majestic Building 
DETROIT DETROIT 
M. E. O'BRIEN, President JAMES D. BATY, Secretary and Treasurer 


June 8, 1922 


by those who are most familiar with th 
life business. Insurance department: 
disapprove it, insurance companies dis 
courage it, and most of the agents ar: 
against it. It involves the payment 

commission or compensation by an in- 
Surance company or by the insured. If 
practiced by every agent, it would vir 
tually put an end to the writing of 
policies having accumulated values. It 
would discourage the purchase of life 
,imsurance as a method of saving. The 
probability of company’s being called 
upon to pay the reserve upon its policies 
would limit the making of stable or per- 
manent investments of any kind of char 
acter The overwhelming judgment of 
the insurance world is against disturb- 
ing life business and this fact is very 
persuasive. , 


New York Opinion Quoted 


As stated by the superintendent of in- 
surance of the New York department 
July 8, 1909, in the matter of Burr: 

“Section 60 of the law was enacted to 
prevent the unsettling of insurance al- 
ready written. If enforced, it protects 
the business of companies from raids 
from unscrupulous agents of other com- 
panies on policies already in force and 
it also protects the insured from the loss 
which inevitably follows the lapsation 
of insurance in any reputable company 
The only one who really gains by the 
process of shifting insurance of some 
years’ standing from one such company 
to another, is the agent, who is making 
his commission in the transaction. It 
is confusing and difficult enough for the 
ordinary layman to come to a conclusion 
regarding his insurance amid the per- 
sistent and conflicting advice to which 
he is subjected from resourceful and 
eloquent agents as soon as he shows th: 

















The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. | he companies that stay are the companies 
that pay the representative in the lonz run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, G al C 1 
MUNCIE, INDIANA 








first symptom of becoming a_ willing 
and select risk. But when he has solved 
the problem once to his satisfaction and 
has deliberately chosen his company and 
becomes insured therein, the least that 
ean be asked is that he be left to pay 
his premiums and enjoy his insurance in 
peace. If, however, this is asking too 
much of an overzealous agent, who, 
driven by an over-compelling desire to 
earn a commission, must argue and 
argue with him to change his insurance 
to the particular company he represents, 
then the least the department can do to 
help maintain normal conditions in the 
insurance field is to insist in a very 
positive manner that nothing but the 
unadorned truth will be tolerated from 
such agents engaged in this so-called 
‘readjusting’ business. This it intends 
to do.” 


Tennessee Ruling Given 











SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President ROOKERY, CHICAGO 


INSURANCE IN FORCE . ° ; , . , $37,000,000 
Assets ; ‘ , ° ; ‘ : ‘ ‘ 4,074,586 


Payments to Policyholders since Organization ‘ ; ‘ 3,453,460 


Openings for General Agents and Managers in Fifteen States 





Address S. W. GOSS, Vice-President and Manager of Ag i 








George Washington Life Insurance Company 


A Definite Territory 
A Liberal Contract 
Low Premium Policy Contracts 





Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 
Carolina, South Carolina and Georgia. Address: 


ERNEST C. MILAIR, Vice President and Secretary 




















In April, 1916, the insurance commis- 
sioner of Tennessee ruled that: 

“It is hereby ruled that this practice 
is in violation of Chapter 455, Acts of 
1907, as printed above, and since ‘twist- 
ing’ necessarily involves misrepresenta- 
tion to the detriment of the assured 
whether intentional or not. In any well 
established case of ‘twisting’ the com- 
missioner will submit the facts to the 
company represented by the agent in- 
volved to ascertain if the company ap- 
proves the act. If the company does not 
eancel the contract of the offending 
agent, then the agent’s license will be 
revoked by the commissioner, as pro- 
vided by the law. This does not apply 
to term policies, as they are not per- 
manent policies. 

“Twisting” is not only prohibited by 
the above law, but the practice is against 
public policy. In considering violations, 
no argument will be heard as to whether 
the assured in the particular case was 
benefited. Nothing will be considered 
but the fact itself.” 

It will be observed that the latter 
ruling goes further than the decision in 
this case, the commissioner holding that 
the question of benefit to the insured 
is not material. I base my conclusion 
here on the proposition that no substan- 
tial benefit results in a case of this 
character and that if the insured fully 
understood the future value of his pol- 
icies, in most cases, he would not dis- 
turb them. 

Misapprehension Is Left 


Entertaining the views I have ex- 
pressed, and having reached the conclu- 
sion that the system used by M. is sub- 
ject to criticism, in that it leaves the 
policyholder under a misapprehension as 
to the future benefits under established 
policies. I shall decline to renew the 
license It has been suggested by coun- 
sel that the hearing before the super- 
intendent of insurance does not admit of 
the complete presentation of a case be- 
cause the means of bringing in witnesses 
and taking testimony under oath and 
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subject to cross-examination here, are 
t sufficient There are practically no 
reported cases that I have been able to 
find on the question we have presented 
here, and I should like to see a judicial 
ermination of it. It is important, not 
to M. but to all agents, insuranc« 
npanies, departments and policyhold- 
ers Accordingly, I should be glad to sé 
my decision reviewed If the applicant 


and his counsel desire to do this, I shall | 
be glad to enter appearance in a proper 


action and do everything possible to ex- 
pedite the matter. 


Substandard Committee Meets 


The fourth meeting of the special 
committee on substandard insurance ap- 
pointed by the American Life Conven- 
tion at its annual meeting last fall was 
held in Chicago this week. The com- 
mittee is preparing a comprehensive re- 
port on substandard business to be sub- 
mitted at the annual meeting of the 
American Life Convention at Milwau- 
kee in September. Those who attended 
the meeting in Chicago this week were 
C. H. Beckett, State Life of Indiana; 
Lawrence M. Cathles, Southland Life; 
Dr. H. A. Baker, Kansas City Life; 
George Graham, Central States Life; 
r. A. Phillips, Minnesota Mutual; J. S 
Hale, Northwestern National; L. D. 
Cavanaugh, Federal Life of Chicago 





Agency’s Annual Outing 


The third annual outing of the Cerf 
agency of the Mutual Benefit in New 
York will be held at Bear Mountains 
June 12. About 125 full-time agents 
of the Mutual Benefit will make the 
trip. Following tradition, the down- 
town and central branches of the 
ogency will compete in baseball for a 
silver loving cup. Other sports and a 
banquet will be additional features. 





Niagara Life Examination 


The report of the examination of the 
Niagara Life of Buffalo by the New 
York insurance department has just been 
filed. It shows that on Dec. 31, last, 
the company had total admitted assets 
of $2,007,487. The reserve for outstand- 
ing poljcies is calculated at $1,754,977 
net. After making provision for other 
obligations the examiners credit the 
company with $10,787, surplus beyond 
the $150,000 capital. The total premium 
income of the company last year was 
$314,198. 

Equity Life Expanding 

[he Equity Life of Great Falls, 
Mont., which entered Minnesota last 
September, has since that time sold 
over $600,000 of insurance in that state, 
according to C. W. Cleveland, secretary- 
treasurer. At present all the activities 
in Minnesota are directed from the gen- 
eral agency at St. Paul, but plans are 
being made for the establishment of 
other offices throughout the state. 


Continental in New Mexico 


In addition to the other territory re- 
cently entered by the Continental Life 
of St 
New Mexico and general agency ar- 
rangements are now being made. The 
company wrote almost $2,000,000 in new 
business in May 
percent of this amount 
the new organization, 


coming ‘from 





Louis, the company has entered | 


approximately 50 | 
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RECORD FOR SOUTH DAKOTA 





Northwestern National Life was the 
State Leader Last Year in Way 
of New Business 





The new life business in South Da- 
kota last year amounted to $38,131,233 
ior the outside companies and $5,144,- 
367 for the Dakota companies Phe 


| companies writing over $1,000,000 in the 


state last year were the Bankers Life of 
lowa, $1,401,158; Equitable of New 
York, $4,470,545; International Liic 
$1,304,936; Lincoln National, : 
Mutual Benefit, $1,192,521; Mutual Life, 
$2,206,230; New York Life, 
North American of Chicago, $1,408,700 
Northwestern Mutual, $1,754,500; Nortl 
western National, $4,948,080 Che 
Northwestern National, therefore, was 
the state leader among all the compa- 
nies. The Dakota Life had in new busi 
ness, $2,488,456, and the First National 
$1,840,036. The Policyholders National, 
which consolidated with the United 
States National, had $815,875. The out- 
side fraternals wrote in new 
$1,183,354 and the South Dakota fra- 
ternals wrote $1,961,884. 


Peak Starts Des Moines Building 


Construction started this week on the 
George B. Peak Insurance Exchange 
building at Fifth and Grand, Des 
Moines. Mr. Peak is president of th: 
Central Life of Des Moines. The new 
Ssiructure will cost $1,000,000. It will 
be ten stories, fireproof and modern in 
cvery way. The building will be under 
root by the time cold weather sets in 
and ready for occupancy by spring 


Observing Owens Month 


June is to be known as Owens Month 
in the field organization of the Century 
Life of Indianapolis, in honor of the 
Century’s president. It is planned that 
with each application sent in a card 
bearing the agent’s name and address 
with the following on it, “June, Owens 
Month. Congratulations! May you 
stay for another 52 years.” At the end 
ot the month all the cards which have 
been sent in are to be presented to 
President Owens. 


Phoenix Mutual's Davenport Meeting 

A score of Phoenix Mutual Lite 
agents in eastern lowa wer 
Manager L. M. B. Morrissey at Daven 
port last week. C. A manager 
of agencies at the home office, attended 
and speakers at the dinner were Charles 
Grilk, attorney; William Heuer, presi- 
dent of the Union Savings Bank, and | 
D. Throop, publisher of the “Demo 
crat.” Agents’ opinions were that con- 
ditions had shown marked improvemeut 
in six months and were scheduled for 
continual development toward normal 


guests ol 


sccoy, 





Northwestern Wins Tax Case 


Che Northwestern Mutual Life won 
a decision in the Wisconsin supreme 
court Tuesday, when that court affirmed 
a decision of the lower court reducing 
the value of the home office building at 
Milwaukee for taxation purposes from 
$2,750,000 to $1,700,000 The building 
was assessed at a valuation of $350,000 
for the land and $2,750,000 for improve 


‘ments, making a total of $3,100,000. 
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Hotel la Satte 


Chicago’s Finest Hotel 
Hotel La Salle has won this 


title with an experienced and 
critical public because of its 
happy blend of old and 
new ideals. 
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More Than 1’ Million Policies Now In Force 





Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
Assets $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,394 
Insurance in Force 49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 














Having recently entered the States of 
Texas and Minnesota we have desirable 


territory open for General Agencies 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








Double Indemnity 





BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Disability Benefits 
Reducing Premiums 
SEE THE NEW LOW RATES 


ORGANIZED 1850 


_ INSURANCE CO. 
66 BROADWAY 





NEW YORK 
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New England 


New Insurance Paid-for, 1921 . . 
Gain in Insurance-in-Force . . . 
Total Inmsurance-in-Force ... . 





| i | 
| New England Mutual Life | 
Insurance Company | 
| | 


Boston, Massachusetts 

| 
. $82,072,020 | 
48,641,846 
609,415,082 | 


Agents Write Persistent Business 








provide 





17,651 CLAIMS PAID IN 1921 


P Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from inj uries or illness are still adding regularly to 
their life insurance. 
to avail himself of a cordial introduction to the claimant's friends, or to 


These drafts are delivered by our own salesman ready 


the claimant himself with the additional life protection he intends 


to take sometime. 


_ We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922. 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President 


If you want to make MORE MONEY a letter with 


KANSAS CITY, MISSOURI 











To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - President 


Beaumont, Texas 








Ordinary Life...... 
20 Payment Life. . . 
20 Year Endowment 


Coupon Bond 
Endowment Age 85. 


Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 
and a premium waiver with $10.00 monthly income disability. 


aceite $21.02 Endowment Age 50... .. . .$44.82 
PRES. 22 31.1 Endowment Age 55....... 33.15 
cenliay 44.82 Endowment Age 60....... 29.52 
sated 35.71 Endowment Age 65....... 25.78 
aiinies 22.37 Endowment Age 70....... 20.42 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 











Southland Life Insurance Co. 


DALLAS, TEXAS 


The Progressive Company of the South 
HARRY L., SEAY, President 











111 No. Broad Street 
Philadelphia, Pa. 


Manager of Agencies’ or 


Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 


ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Ill. 











CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. noe 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. 


Chicago, Illinois 








buyer of ‘‘Easy Lessons in Life 
National Underwriter Company, 1: 





"Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 


Insurance,’*. a text and review book with quiz supplement. $1.00. The 


362 Insurance Exchange, Chicago 
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KANSAS 

| | 
Issued In Force 

Kansas Life, Kan... 3,532,981 10,252,226 
Nat, Res. Life, Kan.. 9,516,000 9,511,000 


2,219,309 
5,652,057 
5,409,306 


Preferred Life, Kan. 2,276,309 
Gt. Amer. Life, Kan. 1,944,540 
Am. Home Life, Kan. 399,500 


$$ 


———— 


MISSISSIPPI 


| 


















BOR caccisveneds O 1,3 1,606,979 
AOCUMR .ccccess <a 178,600 
Alabama Nationa 5 132,000 
Amer Nat., Tex...O 629,443 1,6 


Amer. Nat., Tex..ind 
Atlantic Life ...... 
Bankers Res., Neb 

Conservative, W. Va 
Cot, States, Miss...O 
Cot. States, Miss,.Int 





Equitable, a rr OF 14, 
Kquitable, N. Y..Gr ; 
Fidelity Mut,, Penn, 3 3 
Franklin, Ill. ... ce oa 9, 

Great Southern, Tex. ® 

Gulf Coast, Miss « oe i, 
Home, N. Y. .. rr 1,1% 
international, Mo,.O 1,1: 1,444,552 
International, Mo.G1 oan . 175,600 
Interstate, Tenn..O 68,500 471,000 


Interstate, Tenn,.Ind 
Jefferson Stan., N. C. 3,2 
Lamar, Miss, ......- i, 
Life & Cas., Tenn,..O 

Life & Cas., Tenn.Ind 4,53: 





Lincoln Res., Ala 

Manhattan, N. Y , 

Metrop., N. Y......O 1, 

Metrop., N. Y....Gt 

Metrop., N. Y.. Ind 1,: 

Mich, Mutual, Mich 

Mississippi, Miss...O 

Mississippi, Miss.Ind 1, 

Missouri State a ' 

Mutual Benefit, N. J. 3 

Mutual Life, N, Y. 5,528 

Nat. L., U. 8. A., Ill. 
Nat. L. & A., Tenn.O 9,000 
N. L. & A,, Tenn..Ind 2,9! 3,915,978 
New York Life..... 5,961, 19,245,464 
North Car. Mut....O 518,500 722,000 
North Car, Mut..Ind 1,587,987 

Pacific Mutual, Cal.. 851,358 

Pan American, La.. 709,780 

Penn Mutual ...... 2,079,072 

Phoenix Mut., Conn.. 630,280 


Protective, Ala..... 63,000 
Prov. L. & A., Tenn, 





Prudential, N. J. .. 189,378 
Reliance. Penn, .... 1,049,900 
Security Mut., N. Y.. 121,292 
State, Ind. ...... ? 60,385 
Union Central, O... 1,210,073 
United L, & A., N. A. 12,000 
Vol, State, Tenn. .. 1,137,611 


Travelers’ Leading Branches 


The eight leading branch ij 
the Travelers in new paid for life busi- 
ness up to May 1, are New York City, 





offices of 


Chicago, Baltimore, Brooklyn, Cleve- 
land, Philadelphia, Milwaukee and 
Hartford. The leaders in new paid for 


accident and health premiums are Chi- 
cago, New York City, Hartford, Mon- 
treal, San Francisco, Kansas City, Des 
Moines and Philadelphia. The leaders 
in new increase paid for accident and 
health premiums are Chicago, Louis- 
ville, Newark, N. J., Atlanta, Cleveland, 
St. Louis, New Orleans and Milwaukee. 


Russell Agency’s “App a Week Club” 


The home office agency of the Pacific 
Mutual Life has inaugurated what will 
be known as the “App a Week Club,” 
in connection with which it has turned 
the entire agency loose in a “steeple- 
chase.” Every week there will be one 
hurdle or water jump to negotiate. A 
cash prize of $25 is offered to all agents 
who negotiate 25 weekly hurdles or 
water jumps. The agent who survives 
all other contestants will receive an 
additional prize of $25, or a total of $50 
to the winner. 

oO. C. Watson, manager of the Mutual 
Life of New York at Denver, is in Los 
Angeles on a two weeks’ visit to south- 
ern California Mrs. Watson has been 
spending the winter at Long Beach for 


the benefit of her health, but she is now 
greatly improved and expects to accom- 
pany Mr. 
Denver. 


Watson on his return trip to 


June 8, 1922 


Lessons Learned 
From Long Experience 


NE of the most successful life in- 

surance men in point of reputa- 
tion and financial standing (now re 
tired), recently made the following 
statement: “After 30 years of experi- 
ence and observation, if I was manager 
of an agency— 

“Il would not have any man who came 
from the ranks of another company. 

‘l would not have any man who did 
not put in his whole time with my 
agency. No brokers. 

“I would not engage one not success- 
fully employed at the present time, ex 
cept under extraordinary circumstances 

“I would not contract with a man of 
previous bad _ reputation with the 
thought of reforming him. 

“I would not keep one with me who 
sold or tried to sell insurance only to 
his friends. 

“I would not care for an agent who 
did not keep books and know how he 
stood financially from day to day. 

“I would not consider having asso- 
ciated with me a man who was not 
cheerful, kind hearted, and clean 
morally as well as physically. 

“] would give preference where pos- 
sible to college graduates. 

“I would employ salesmen of other 


lines.”"—W. P. Kent. 





Equitable Men at Helena 


Thirty Montana and Wyoming agents 
of the Equitable Life of New York met 
in a district educational conference in 
Helena, Mont., last week. J. H. Har- 
rop, Helena manager, and W. W. Kling- 
man, manager of the Minnesota and 
Dakota agency with headquarters at St. 
Paul, were the leaders of the local con- 
vention. I.. R, Ewart, Wyoming bank- 
cr and speaker of the house of represen- 
tatives in that state, addressed the meet- 
ing on “What Your Banker Thinks ot 
Lite Insurance.” 





Plan Another Portland Meeting 


The first district convention of the 
West Coast Life, held recently in Port- 
land, Ore., was such a success that 
Vice-presidents Helser and Thomson, 
who attended, encouraged plans for an 
other to be held next year in Seattle. 
During the last week prior to the meet- 
ine the field men of the northern de- 
partment broke all previous records for 
one week’s production by presenting the 
visiting vice-presidents with over $136,- 
000 of completed business. 


American Bankers’ Purchase 

The American Bankers of Chicago 
has purchased the five-story flat build- 
ing adjoining its home office property 
at Cass and East Ohio streets, Chicago 
Until now the company has owned an 
L-shaped piece of land upon which its 
home office building stands. It has for 
some time been ambitious to acquire 
the entire corner, and recently 
pleted the deal. The company now has 
a lot 100 by 100, in a location where 
property values are increasing rapidly 


com- 


Series of Sales Schools 

The Western States Life of San Fran- 
cisco announces the inauguration of a 
serics of salesmanship schools to be 
conducted at the branch offices of the 
company throughout the Pacific Coast 
Charles R. Miel, head of the company’s 
educational department, is in charge of 
the schools and will start the first this 
week in Portland, Ore. The cost of 
the course to outsiders is nil, the com 
pany publishing invitations to enroll in 
the local newspapers. 


Columbus Mutual Convention 


The annual agency convention of the 
Columbus Mutual Life will be held at 
Cedar Point, O., Aug. 16-18. 
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| MODERN BUSINESS GETTING METHODS 
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@ Renewals are 
easy to earn 
and once earned, 
are vested in you 
or your estate, 
under our Square 
Deal Agency 
Contract. 


Var hvnalye 
Insurance Company 


Home Office, Madison, Wis. 
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HOME LIFE INSURANCE CO. 
NEW YORK 


WM. A. MARSHALL, President 


The 62nd Annual Report shows: 
| Premiums received during the 





year 1921... .ceccccsccces ecoseee GRMOASO 
Payments to Policyholders and 

their beneficiaries in Deat 

Claims, Endowments, Sivisende, 

Bete. cccccceccece seesee 4,740,340 
Amount added to “the “Insurance 

Reserve vues. bonage cones .e 2,121,307 
Net Interest Income rom nves - 

TOME ccoccccesece uae ae 


($642,638 in excess “of the amount 
required to maintain the re- 

serve) f 
Actual mortality experience 53.44% 
of the amount expected 
Insurance in TEER osess 
Admitted Assets 
FOR AGENCY “APPLY TO 


Ww. A. R. BRUEHL & SONS 
Gen Managers 
Central and —_ ~ Ohio and Northern 


tucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 
HOYT W. GALE 
General Manager for Northern _ 
229-233 Leader-News B 
CLEVELAND, OHIO 




















FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 


has just 

















Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 

Two general Agenciesopen 
in Iowa. 

Write for information. 





LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, lowa 














“excuse that nothing can be done be- 





; cern at West Pullman, III. 





of business uncertainties.” 
* * * 


T. S. Shattuc, Mutual Life of New 
York.—“Business was never better with 
me. I am very optimistic over the out- 
look. In making my calls I am able to 
notice an improvement in every line of 
business. Concerns that have been 
working 40 or 50 percent of capacity for 
some time are now working 70 or 75. 
This is especially noticeable in the steel 
business and with machinery manufac- 
turers. There is a big field for busi- 
ness or corporation life insurance just 
now. Most business houses have seen 
the effect of the death of some import- 
ant member of their own firm, or 
another with which they are well ac- 
quainted, It takes longer to sell a busi- 
ness life policy, but it is worth all the 
time that is spent on it. Now that we 
business 


cause 


are beginning to notice a re- 
vival, it is much easier to get an audi- 
ence on a business life case 

* * * 

“The surface of the insurance selling 
field has only been scratched. I am 
more convinced of this all the time. If 
the life insurance companies in Chi- 
cago should double their selling forces 
they would still fall far short of the } 
mark, so far as having an adequate 
number of agents in the field is con- 


cerned. 
“The other night I had an 
with the superintendent of a 


interview 
large con- 
During the 
course of our talk, I asked him how 
often he was solicited by an 
man for any kind of insurance. He said 
that he did not see an insurance sales- 
man oftener than once in six months. 
This in spite of the fact that he is earn- 


ing a good salary, holds a responsible 
position, and is very easy to reach and 
talk to. I am very much encouraged 
over the outlook. I find that business 
is easier to write now than it was a few 
months ago, and | am very sure that | 
am going to show a comfortable in- 
crease in business this year.” 
* * * 

S. R, Wallace, Union Central ‘My plan 
is to sell a man $5,000 and then start 
out to build him up to $25,000 During 
the time that I am trying to put the 
sale over, it is a strictly business propo- 
Sition with me. When I finally land an 
application and the policy is delivered 
from the home office, I invite my new 
policyholder out to lunch, deliver the 
policy to him there, and then commence 
my cultivation work. I call on that man 
at least once a month for some time 
after I have delivered the policy. In 
this way | keep in close touch with him. 
I do not press him for business every 
time | talk to him, but in a short time 
he Knows all about me, and after a time 
actually becomes interested in seeing 
that I do a little business, if not with 
him, then with somebody that he knows 
If a man has only $5,000 worth of life 
insurance, he has very little after all 
Most men who are making any kind of 
a success in life, need at least $25,000 
It takes some time to get them to see 
this, but it can be proven if the agent 
will keep at it. The only way to put the 
idea across is to keep repeating it so 
often that the policyholder finally gets 
to believe it himself. I don't pretend to 
close business or get a definite promis: 
of business every time I make a call, but 
I don't believe very many of my calls 
are wasted, If | have any loafing to 
do, 1 do it in the prospect's office, not 
my own. There is always a chance that 
in a prospect's office, some business will 
turn up, or something will happen that 
will lead to business, but there is no 


writing a nickel’s worth of 
own office. 


chance of my 
business in my 


x * * 

“I work on the theory that every case¢ 
should produce at least one or more 
additional applications. Mine is a sort 
of chain system. One case leads to an- 
other and another and so on. I came to 
Chicago a total stranger in 1920 and 
had to do considerable cold canvassing 
at first. The third man I talked to after 
I lit in Chicago, bought. Now I have 
worked away almost entirely from 
straight soliciting. It does not pay. I 
can do much more business by talking 
to people who know me, who have 
bought from me, who are satisfied with 
what I have done for them, and are suffi- 


interested in me to either do 


ciently 


downs than I did some time ago, yet I 
am getting more satisfactory interviews 
than formerly. People are not afraid to 
talk to life insurance men any more, I 
believe that the work that I am doing 
now will bear fruit two or three months 
from now when business generally picks 
up somewhat I think that when a life 
insurance man is able to put over a sat- 
| isfactory interview, one in which the 
prospect shows real interest, he never 
wastes his time That interview will 
lead to something eventually. If the 
salesman is not able to cash in on it at 
once, he certainly will be able to before 
au great deal of time passes. 


insurance | 


| more business with me or tell me where 





I can go to get it.” 
*x* * * 

Irland, Provident Life & 
is good with me, and 
with everybody else in this agency. Over 
50 percent of the business sold by the 
men in this office is on the endowment 
plan. If times were hard, if it were dif- 
ficult to write life insurance, how could 
we be selling what is really the most 
expensive form of life insurance to buy? 
Men have the money today, it is just a 
question of making them want what you 
have to sell. I talk life time insurance. 
I make a man that when he buys 
my policy he is investing in a financial 
program that covers his whole life. He 
has a difficult goal to work toward, when 
he gets a long time endowment contract. 
It is necessary to more people than 
He will not lapse it easily, because he 
has an interest of his own to consider. 
six months or a year ago. But 
this about it: when you do see 
easier to get satisfactory in- 
While I am getting more turn- 


Harry B. 
Trust—“Business 


see 


see 


it was 
there is 
them it is 
terviews. 


“All classes of prospects are in a more 


optimistic frame of mind today. I see 
this every place I go. When I walk into 
an office even on a cold canvass and an- 
nounce that I am a life insurance man, 
the prospect does not immediately crawl 
back into his shell and become unneces- 
sarily busy and occupied Instead, I 
have very little difficulty in getting an 
interview. It is quite apparent that the 
average business man has ceased to re- 
gxard the life insurance agent as a pest 
He is willing to give him a hearing. A 


needs nothing 
really serious interview. If 
he can get that, he can usually sell his 
man If he can't sell him, he has no one 
to blame but himself. What I am en- 
couraged over today is the fact that in- 
terviews of this kind are much easier to 
than they were before.” 


life man 


than a 


xood insurance 


more 


ever 


get 
. . * 

“My 1922 

year 


Otto, Mutual Benefit 
running ahead of 
both as to volume and number of lives. 
| believe this is due principally to the 
fact that a great deal of my 1920 busi- 
ness went off the books In that year, 
which was the biggest in the history of 
life insurance, 1 wrote a very large num- 
ber of lives. I secured applications from 
electricians, machinists, truck drivers 
and others who should never have taken 
out life insurance, or at least as much 
as they bought. My lapse record on my 
1920 business has shown me the value of 
confining myself to the right kind of 
people. Nothing is accomplished by sim- 
ply writing an application if two or 
three years hence it goes off the books 
I have learned to solicit only those peo- 
ple who are financially able to carry life 


Cc. C. 


business is last 


insurance. This year I have kept among 
a good class of people The business I 
am writing now is going to stay on the 
books permanently 

eo 6 9 


“Another thing, we have been running 


a three-months’ contest here, and that 
has done a great deal to keep up my pep 
and enthusiasm. It certainly has made 
me work much harder than I was before 
the contest started It has made me 
move around and see many people that 
I perhaps would not have talked to be- 
fore. In getting about these days I find 
that it is a little harder to interest peo- 
ple, and that a life insurance man has to 
call on a larger number of people in 
order to get the same number of appli- | 
eations that would have resulted from 


interviews with a smaller number of peo- 


ple a few years ago In a city like Chi- 
cago it is necessary to tdke notes to 
some extent, but that does not bother 
me. If I can sincerely interest a man 
in life insurance, if he wants it, and sees 
the necessity of having it right away, I | 
am willing to finance him for a time. A | 


man who really wants life insurance has 
something of the right attitude and will 
not fail entirely. I am not afraid of his 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «8.7 Bids.) LOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 


Address: ALBERT E. AWDE, Supt. of 
Agencies 











note.” 





A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 
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NEW HOME OF THE GREATEST ILLINOIS COMPANY 
Corner Lake Shore Drive and Scott Street 
Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921..... 2.2... 60 ccc ec cceeneee $19,413,846.72 
Payments to policyholders and beneficiaries since organization 21,566,983.06 





- coy 7 Year Ending Dec. 31, 1916 : "Year ie INCREASE 
. Interest"Income.... $ 620,562.65 |$ 991,613.43 |$ 371,050.78 
Premium Income. . 2,419,486.91 3,818,060.43 1,398,573.52 
Admitted Assets ..|  12,946,337.03 | 19,413,846.72 | 6,467,509.69 


Insurance in Force.| 80,280,589.82 136,485,045.27 | 56,204,455.45 


ILLINOIS LIFE INSURANCE CO. 


CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 






































Getting Ahead 


The Central Life in its active, daily affairs, 
has always guarded against letting the 
press of details of the moment cloud the 
vision of the broader aspects of business. 
The eyes of the company are open to 
conditions in the insurance field in gen- 
eral, to the basic standing with agents, 
uninfluenced by any temporary enthusi- 
asm inspired by a single recent 
transaction. 


Because of this clarity in the gauging of 
perspective the company knows where 


it stands and can tell with assurance 
that it is getting ahead. Broadly and in 


all branches—progress has been made. 


Agents, in taking the Central Life into 
their offices, can be assured that the 
company will co-operate with them in 
Short sighted 
sacrifices to expediency have no place 
Every effort is 


the same broad manner. 


in its scheme of things. 
bent toward helping agents in getting 
ahead in the same sound way in which 
the company itself has progressed. 





Ottawa, Illinois 





